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Yes, even the Friendly Sons of St. Patrick have noticed: Now it's Sons and Daughters 


For Women Owners, 
An Aggressive Net 


WWretner bound by indus- 
trial, collegiate or geographic ties, 
the “Old-Boy” networks of Amer- 
ican business owners have always 
provided members with good 
times, sound advice, and instant 
access to One another. Until re- 
cently, the few pioneering women 
owners had to either fight their 
way into such groups, or go it 
alone. Today, however, the ranks 
of women owners are larger than 
ever, and they are searching for 
their own associations. The New 
Jersey Association of Women 
Business Owners is seeking to give 
that networking edge to the state’s 
female entrepreneurs. 

Founded in 1978, NJAWBO is 
the largest organization of its kind, 
with over 1,000 members. With its 
15 county chapters, statewide and 
regional meetings, as well as edu- 
cational seminars and retreats, 
NJAWBO undoubtedly caters to 
one of the fastest growing forces in 
American business. Between 1982 
and 1987, the number of women- 
owned companies grew by 74 per- 
cent, their total payroll more than 
quadrupled, and the number of em- 
ployees doubled. Currently there 
are over 200,000 women-owned 
businesses in New Jersey, and 4.1 
million in the United States. 

Women owners point out that 
they now employ more workers 
than all the Fortune 500 companies 
combined. With this dramatic 
boom, it is unsurprising that 
women business owners are turn- 
ing to organizations like NIAWBO 
to share triumphs, lick their finan- 
cial wounds, and make contacts in 
an increasingly important business 
sector. 

That type of help was what orig- 
inally attracted Suzanne Pease to 
NJAWBO seven years ago. After 
founding her Morganville-based 
graphics design company in 1985, 
she learned quickly how difficult it 
was to get reliable information on 
hiring employees, managing cash 
flow, and other rudimentary busi- 
ness practices. She was also jug- 
gling life with a husband and teen- 
age son. 

“When you own your own firm, 
it can get pretty lonely,” she says, 
“When I started out, I was just an 
artist, not a businesswoman. One 
of the advantages of NJAWBO 
networking is it allows people with 
skills or products to watch real 
business owners and learn the 
trade.” 

In addition, the organization 
prides itself on creating tight-knit 


relationships between members, 
many of whom have few connec- 
tions to the broader business com- 
munity. “You have to understand 
that many of these women haven’t 
had role models for their careers,” 
Pease says. “They aren’t sure they 
can operate acompany. Because of 
that, there is a lot of group pride in 
every success story.” 

Unsurprisingly, NJAWBO’s 
membership consists mostly of rel- 
atively new owners with small 
firms. Only slightly more than half 
have been in business for seven 
years, and only a quarter have 
owned their own companies for 
more than a decade. About 38 per- 
cent of the members report having 
more than five employees. Re- 
flecting the general population of 
female entrepreneurs, the majority 
of NJAWBO members are in the 
retail or service sectors. They do 
seem to enjoy slow and steady suc- 
cess. Over the last two years, 56 
percent of the membership re- 
ported increases in sales. 

Pease notes that this careful 
business approach is indicative of 
women entrepreneurs, and is one 
of the major strengths and con- 
cerns of NJAWBO. “Most of our 
owners are conservative,” she 
says. “They carefully ponder a 
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$2,000 loan. The banks might not 
jump at that, but it means they can 
ride out the recession easier.” At 
the same time, successful female 
entrepreneurs often have trouble 
explaining to their peers that risk is 
a necessary part of the business 
game. “We get a lot of calls from 
potential owners who say they are 
worried about the risks of taking 
on debt to start their firm,” Pease 
says. ““We have to explain that to 
get a company off the ground, 
those are the chances you have to 
take.” 


Wie the members mostly 
trade anecdotal advice at their 
monthly meetings, NJAWBO also 
provides EXCEL, a highly struc- 
tured series of seminars designed 
to aid entrepreneurs move up the 
business ladder. 

Newcomers first take a 15-hour 
seminar supervised by a panel of 
experienced NJAWBO members. 
The group analyzes each 
entrepreneur’s strengths and 
weaknesses, while emphasizing 
the difficulty of getting anew com- 
pany off the ground. “We try to 
make it clear it’s not a part-time 
job. They have to recognize that 
owning your own business isn’t 
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even an eight-hour job, it’s a 12- 
hour job.” After this stage, budding 
entrepreneurs can take a five-week 
course, Start\Right, which pro- 
vides the basics of financial plan- 
ning. With advice from other 
members, participants eventually 
end up with a plan they can take to 
the bank for a loan. 

For more experienced business 
owners, the organization offers 
Build\Right, a four-day course in 
business growth. NJAWBO mem- 
bers act as a fictional board of di- 
rectors, to which the owner pitches 
a growth plan. After reviewing the 
proposal, the board critiques it and 
then works with the owner to fine 
tune the project. The approach 
seems to work. Since 1992, 
Start\Right and Build\Right have 
had 450 participants, 69 percent of 
whom report adding new employ- 
ees since taking the course. Of the 
new business owners, 29 percent 
received bank loans with their 
NJAWBO-designed finance plans. 

NJAWBO also offers a one-on- 
one mentoring program in which 
an experienced or retired member 
meets with a new business owner. 
“We find that mentors learn as 
much as the trainee.” 

In addition to the educational 
services, members’ $140 yearly 
dues entitle them to attend monthly 
chapter meetings, annual state and 
regional NJAWBO conferences, 
free copies of national and state 
membership directories, as well as 
life and heath insurance programs, 


NJAWBO also maintains a 
small but active lobbying presence 
in both Trenton and Washington 
D.C. Pease says the group lobbied 
hard for the NAFTA trade agree- 
ment, sending representatives to 
discuss the treaty with the entire 
congressional delegation. Because 
of membership diversity,the state 
organization is careful to poll 
members extensively before tak- 
ing action. The group has not yet 
voiced its opinion on the Clinton 
health care program, though Pease 
says most members believe small 
business should not be mandated 
to pay for employees’ benefits. At 
the state level, several NIAWBO 
members are being considered for 
posts in Governor Christine Todd 
Whitman’s administration, al- 
though NJAWBO does not en- 
dorse political candidates. 

NJAWBO is seeking to diver- 
sify its membership, targeting 
owners of larger businesses and 
current members seeking to join 
the ranks of the state’s biggest 
firms. The group may provide new 
seminars on international market- 
ing and acquiring property. 

The state leadership is also con- 
sidering ways to provide better re- 
sources for women trying to com- 
pete in traditionally unfriendly in- 
dustries, including high 
technology, pharmaceuticals and 
manufacturing. Currently, over 85 
percent of women-owned compa- 
nies are in service, finance, or re- 
tail. Pease says she hopes frus- 
trated female executives in those 
industries will reach out to 
NJAWBO and the entrepreneurial 
lifestyle. “There is no glass ceiling 
when you own the ladder,” she 
says. — Leo Balestri 


For information contact Ellen 
McKenna, president, Mercer 
County chapter, 609-895-1288. 
Also Harriet Nazarete, administra- 
tive director, 908-707-0173. Box 
6336, Bridgewater 08807-0336. 


Mentors & Protegees 


Doistes way to network with 
other women business owners is 
through an federal Small Business 
Administration program. Women 
who remember “how it was” are 
encouraged to volunteer to be offi- 
cial mentors for woman who have 
just formed their own companies. 
The program is sponsored by SBA 
in Newark and Camden, and so far 
(the announcement went out two 
weeks ago) it has few volunteers 
from this area. 

Carol Slattery, the SBA’s newly 
appointed coordinator for women 
business ownership in New Jersey, 
is working with Patricia Peacock 
of the Rutgers Small Business De- 
velopment Center. “Right now I 
have 18 applications from poten- 
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Princeton BMW/Porsche 


enise Wood is no stranger to the 

car business. For many years her 

husband built their automotive re- 
tailing business, while Denise pursued her 
career in real estate development5 and in- 
terior design. Last year Ms. Wood became 
the vice president and general manager of 
the BMW/Porsche business on Route 1 in 
Princeton. The new “PRINCETON” name 
in front of the building is just one of the 
many changes that have been taking place. 

“The 1980s were a time when people 
often seemed to not know what to do with 
all the new-found money they were mak- 
ing. So why not buy a new Porsche or 
BMW? That kind of buyer is almost extinct 
in the 90s,” says Ms. Wood. “The people 
coming in today to look at a Porsche or 
BMW know exactly what these cars are 
and they expect the dealer to know every- © 
thing about the cars as well as the different 
ways to finance and lease them.” 

The staff as the new Princeton 
BMW/Porsche have made careers of these 
vehicles. In the showroom is a sales staff 
of men and women with a thorough under- 
standing of the products and the nearly infi- 
nite ways to finance and lease them. There 
are decades of combined experience with 
BMW and Porsche on the sales team. 

When asked the differences one might 
expect at the dealership since she took 
over, Denise Wood offers an interesting an- 
swer: “The emphasis here is still on custo- 
mer Satisfaction, but it’s an equal emphasis 


Denise Wood 
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— male and female customers. Whether 
it's something as new as the BMW safety 
seminar we're having here in March, or 
something as old and basic as giving the 
customer the most value for their money, 
we're always looking at ways to improve 
our Ongoing relationship with our 
customers.” 

Ms. Wood suggests that she is not out to 
“feminize” the dealership: “I’m not on a mis- 
sion here. It’s really as simple as this — 
half of the people buying cars are women. 
We just want them to be as comfortable as 
the other half.” 

According to Denise Wood, “we want 
people to know that they’ll be dealing with 
seasoned professionals throughout their ex- 
perience with us, people who love these 
cars, people who are committed to maxi- 
mizing their customers’ enjoyment of the 
Cars, and that is what we are delivering 
with every car we sell. We haven't forgot- 
ten that value is what makes customers. 
But | want people to know that there is a 
great deal more to value here than just a 
good price.” 

Princeton BMW/Porsche, 3466 Route 
1. 609-452-9400, Fax: 609-452-7103. 


Market Entry 


nowledgeable, enthusiastic, and 
experienced are the words that 
best describe Katherine Kish, 
founder and President of Market Entry Inc., 
a twelve-year-old strategic marketing and 
sales consulting firm located in Cranbury. 
Kish started her career as a high school 
history teacher in suburban Cleveland. 
After three years she left to take a market- 
ing job in broadcasting with NBC. 
She took up the cause of women in busi- 


ness after confronting many inequities, in- 
cluding salary differences for comparable 
work among male and female employees. 
At NBC, she was one of the leaders of a 
seven-year class action lawsuit that led to 
a settlement of nearly two million dollars, 
which was used to train and bring two thou- 
sand women to equitable salary levels. 

Kish worked her way up in the corporate 
world to vice presidencies in the publish- 
ing, training, and information service fields; 
with Harcourt Brace Publishing Co., Singer 
Corporation, and the Boston based Faxon 
Corporation, respectively. 

Her decision to open Market Entry in 
1982 came partly from her love of the 
launch phase of any product or service en- 
terprise. “This is the phase that requires 
the broadcast thinking and the greatest cre- 
ativity,” says Kish. 

“Because Market Entry’s approach fo- 
cuses on the process of gathering and in- 
terpreting market information, and helping 
clients implement effective plans based on 
the information, the firm works across a 
broad range of industries. 

Over the years, Market Entry Inc. has 
worked on the launch and development of 
several innovative products, including a ver- 
tical market database, a geriatric safety 
product, and children’s swimsuits with built- 
in diapers.. It has also repositioned compa- 
nies in management training, computer : 
software development, and real estate loca- 
tion. 

Market Entry has a new direct marketing 


division which concentrates on placing 
clients’ products on television shopping net- 
works and in national catalogs. For exam- 
ple, Market Entry placed Keep Sake Boxes 
marketed by their client, The Marketing 
Methods Corporation of Phoenix, Arizona 
on the QVC Television Network in the fall 

of 1993. 

As dedicated as she is to her business, 
Kish is equally dedicated to the cause of 
helping to increase entrepreneurial opportu- 
nities for women. In addition to involvement 
in a broad range of business and commu- 
nity-based organizations and activities, 
Kish has served as the State Vice-Presi- 
dent of the New Jersey Association of 
Women Business Owners, The National 
Vice President of the National Association 
of Women Business Owners, and as a 
Board Member of the National Foundation 
for Women Business Owners. Kish is also 
a co-founder of the New Jersey Associa- 
tion of Women Business Owners’ Excel en- 
trepreneurial training program offered 
throughout the state, at the Mercer County 
Community College in West Windsor. 

Developed jointly by the National Foun- 
dation for Women Business Owners and 
the National Association of Women Busi- 
ness Owners, as part of its Excel Initiative 
for Entrepreneurial Excellence, Excel aims 
to equip current or prospective women en- 
trepreneurs with the knowledge, skills, and 
tools they need to be successful in their 
own businesses. 

The Excel program includes an exten- 
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sive fifteen hour classroom seminar which 
covers topics from marketing strategy se- 
lection to financial planning. 

Says Kish, “Obtaining financing is the 
toughest problem for any new business, 
but it is traditionally more difficult for 
women. 

“I've had a wonderful life. | never stop 
looking for new challenges." Kish is mar- 
ried with a son, and resides in Cranbury. 
She is listed in Who's Who in Finance and 
Industry, Who’s Who in American Women, 
and Who's Who in American Colleges and 
Universities. 


Market Entry, 18 George Davison 
Road, Cranbury. 609-799-8898. Fax: 609- 
799-9468. 


Professional Management 
Associates 


hen you joined your profes- 
sional or trade association, you 
probably planned it as a net- 


working and career development move. 
And you were probably right to do so. After 
you became more involved in the organiza- 
tion as a volunteer, you may have found 
that you were spending time on administra- 
tive activities that pulled from your busi- 
ness time. Or, you weren't and your associ- 
ation duties began to slide. 

That's exactly the time to talk to Joanne 
Cole at Professional Management Associ- 
ates. “We provide support services to trade 
and professional associations,” she says. 
“We support the work of volunteers with a 
professional staff so that they can get on 
with the career development activities they 
joined the organization to enjoy.” 

On one level, PMA acts as an , 
association's ‘back office’, producing their 
newsletters, maintaining their membership 
database, and responding to membership 
inquiries. Professional services such as 
meeting and event planning are also pro- 
vided. at 

“It's been a challenge keeping up the 
needs of our professional clients,” says 
Cole. “Our first group, whick is still with us 
after 10 years, is the New Jersey Society 
of Association Executives. It represents 
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the paid staffs of other associations, like 
the bar and the medical societies. That 
means we are putting together newsletters 
for our peers and colleagues, people who 
also publish newsletters, and planning 
meetings for professional planners. That 
keeps us on our toes, and we call upon the 
best and the brightest, lively people we 
know from our many networks, to bring 
them the most cutting edge, useful confer- 
ences and publications.” 

A small group that uses PMA’s services 
is the 600 member New Jersey Public 
Health Association. “We handle their mem- 
bership database and assist with meeting 
registrations. They hold large symposia on 
public health issues, and we support them 
by providing their volunteers with printouts 
for checking in attendees.” 

Clients use the PMA address and phone 
as their own. “This is particularly useful for 
associations in which the president or 
chair changes every year. Instead of re- 
membering, for example, that a certain doc- 
tor or attorney is in charge of your associa- 
tion this year, you always have a central 
communication point. It helps with continu- 
ity, and keeping members’ frustration lev- 
els low.” 

Cole began her career on the staff of a 
major state wide trade association. After 
thirteen years she amassed enough experi- 
ence and know-how to branch out on her 
own. 

“It's a pleasure to work with individuals 
who are very committed to their associa- 


_tions,” she says. “People who volunteer for 
their business or trade associations tend to 


be very committed to their professions. 
Their dedication and enthusiasm are conta- 
gious.” 

Cole is one of twenty-nine professionals 
in the state of New Jersey to have re-. 
ceived the prestigious Certification for As- 
sociation Executives, a professional desig- 


nation for managers of trade and profes- 
sional organizations. Candidates for the 
designation are trained in financial, legal, 
marketing, and other issues for tax-exempt 
organizations, and are qualified to serve 
as consultants to associations and organi- 
zations in any one of these capacities 

Cole attributes PMA’s success to the 
fact that its level of commitment is as 
strong as clients’ dedication. “To do well, 
your heart has to be in it, and our hearts 
are truly in this,” says Cole. 

Professional Management Associ- 
ates, 170 Township Line Road, Belle 
Mead. 908-359-1184. 


Dean Witter Reynolds 


s professional investment advi- 

sors for Dean Witter Reynolds, Ar- 

lene E. Surasky and Maria Juega 
enjoy the opportunity to help their clients 
achieve financial goals. 

_ Working in the investment field repre- 
sents a substantial career change for both, 
but each asserts that they routinely draw 
upon skills and life experience from their 
past careers. Ms. Surasky signed on with 
the company after working for seven years 
as a high school business education — 
teacher in Staten Island and Ewing. She is 
now an Associate Vice-President of Invest- 
ments. 

Says Ms. Juega,"It is very common for 
people to enter the field of investment 
counseling as a second career. Both busi- 
ness experience and a genuine love for 
working with people are critical to success 
in this career." 

Ms. Maria Juega, who is called “Charo” 
by her friends and clients, formerly worked 
in sales and marketing in the travel indus- 
try. “We both view our jobs as helping cli- 
ents in a significant and meaningful way,” 
she says. 
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“Trust is the most critical element in our 
relationships with our clients. We work 
closely with our clients and get to know 
them well so that we can help them to de- 
velop and meet realistic financial goals. 
We analyze all investment opportunities 
available in the marketplace, and recom- 
mend choices that best suit the client's fi- 
nancial goals. Typically those include fund- 
ing retirement and children’s educations,” 
says Ms. Surasky. 

“We help our clients plan for the things 
that are most important to them,” says Ms. 
Juega. “Their financial goals become our fi- 
nancial goals.” 

Recently Ms. Surasky and Ms. Juega 
have joined forces to provide investment 
services that cater to the specific needs of 
women. “We both believe that women’s 
unique investment needs often go unidenti- 
fied and unmet,” says Ms. Surasky, “and 
we are determined to do something about 
i. 

“It used to be that the majority of house- 
hold investment decisions were made by 
men, often without consulting with their 
spouses. This is no longer true,” says Ms. 
Surasky. “With the increasing number of 
women in the workplace and of female- 
headed households, women often make 
many or.all of the household investment 
decisions. Today, it is important for all of us 
to be aware of every investment option.” 

“Until recently, the field of finance has ig- 
nored women as a market segment. 
Things are changing, but there are still 
many barriers to be broken,” says Ms. 
Juega. 

Ms. Surasky and Ms. Juega have 
planned a series of three free seminars de- 
signed for women investors. The first is for 
working women who currently have an ac- 
tive role in their household investment deci- 
sion making, but would like to increase 
their knowledge and understanding of all 
of the various investment options available. 

Says Ms. Juega,"Today, women are 
pulled in so many different directions by 
work and family commitments. This semi- 
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nar will crystallize the basics 


about a broad array of investment 


options that would might other- 
wise be too time-consuming to 


learn about." (Wednesday, Febru- 


ary 23, 6-8 p.m.) 

The second is designed for 
women who have never been in- 
volved in investment decision 
making before, but who have re- 
cently or suddenly become re- 
sponsible for financial decisions 
due to divorce or the death of a 
spouse. This seminar will de- 
scribe strategies that women can 
use to plan for retirement, 
children’s education, and lifetime 
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management of their income. 
(Wednesday, March 2, 6-8 p.m.) 
The third seminar is for women 
who are retired or who are about 
to retire, who need advice about 
retirement package payment op- 
tions, or who are looking for ways 
to maintain their investment in- 
come on a long-term basis. 
(Wednesday, March 9, 6-8 p.m.) 
“The retirement seminar is de- 
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signed for individuals who are 
being forced by low interest rates 
to move their funds from banks 
and other traditional investments, 
in order to keep the level of in- 
come that they need to maintain 
their lifestyle,” says Ms. Surasky. 
Both Ms. Surasky and Ms. 
Juega concur that the financial 
services industry represents won- 
derful opportunity for women. Al- 
though, according to Ms. Juega, 
women still represent a minority 
in the financial services industry- 
approximately 15% - opportuni- 
ties for women are growing rap- 
idly. “I don’t believe that gender is 
important in this field, or any 
other,” says Ms. Surasky. “What 
is important is knowledge, dedica- 
tion, caring, and the ability to 
make expectations come true.” 


Dean Witter Reynolds, 1009 
Lenox Drive, Building 4, 609-844- 
7940. Fax: 609-844-7950. Call to 
register for any of these seminars. 


Pat Lipton 
Associates Inc. 


at Lipton of Pat Lipton As- 

sociates makes money the 

old fashioned way: she 
earns it — every penny of it with 
long hours, relentless dedication, 
and absolute professionalism. 

A twelve year veteran of the ex- 
ecutive recruitment industry, Lip- 
ton specializes in the recruitment 
of marketing and communica- 
tions executives within the food, 
beverage, and cellular communi- 
cations industries nationwide. 

Lipton began working as an ex- 
ecutive recruiter following a di- 
vorce which left her with two 


young children to support, and a 
lot of bills to pay. “I just got tired 
of being poor,” says Lipton. “Il was 
determined to establish a career 
for myself that would provide my 
family with ample income.” 

Lipton describes her early 
days as a headhunter as tense 
and nerve-wracking. “I had to 
make a lot of cold sales calls,” 
she says. “I was terrified of rejec- 
tion from the person on the other 
end of the phone, but | knew | 
had to make the calls in order to 
make a living.” Lipton relates that 
many of her early calling pros- 
pects refused to take her calls. 
“The first time that a potential cli- 
ent actually accepted my tele- 
phone call, | was so excited that | 
forgot to ask him for the order. 
After that, | kept a little note on 
my desk to remind myself that the 
object of this is to get the order.” 

Lipton has come a long way 
since those early days. Her exec- 
utive recruitment firm now has 
two booming locations — one 
here in the Carnegie Center, and 
one in Pittsburgh. Her children, 
Scott, 28, and Loren, 24, are now 
grown, and she is happily remar- 
ried to her high school sweet- 
heart. “Focus is the most impor- 
tant factor in any endeavor,” says 
Lipton. “You just make it happen.” 

And happen it has. Lipton’s cli- 
ents include Pepsi-Cola, Taco 
Bell, J. Walter Thompson and 
Grey Advertising. 

Lipton, who describes her role 
in placing the ideal candidate in 
each position as working in “cen- 
tral casting”, began her career as 
a child actress, and even at- 
tended professional children’s 
school. She played in “Mrs. Mc- 


Thing” with Helen Hays, and on 
radio soaps such as “Stella Dal- 
las”. “I still love the theater,” says 
Lipton. “Show business is infi- 
nitely exciting to me.” 

Although Lipton finds her work 
thoroughly engaging, she hopes 
at sometime in the future to wind 
down at least her day-to-day ac- 
tivities in the company and write 
a book about her experiences 
and the field of executive recruit- 
ing. “I'll call it ‘This is Central 
Casting”, she says. 


Pat Lipton Associates Inc., 
101 Carnegie Center, Phone, 
609-452-0049; FAX, 609-452- 
0245. 


Stockton Real Estate 


fter 50 years of dedi- 
cated service to her com- 
munity, Ann ("Nannie") 


Stockton is still very active, cele- 
brating her 25th anniversary of 
sole ownership. “Even if she 
wanted to retire, which she 
doesn’t, we would discourage it,” 
says her daughter, Martha Stock- 
ton, who is Sales Manager. “She 
has too much in her head and 
heart that could never be re- 
placed by a book. We value 
every minute that she is here be- 
cause she’s the perfect leader. 
She’s the model real estate pro- 
fessional who believes in placing 
customer satisfaction ahead of all 
concerns. 

“Achieving customer satisfac- 
tion is very easy for Stockton 
agents,” she says. “In fact, that is 
why the have joined our small of- 
fice. They want to provide knowl- 
edge and experience to their 
customers to allow them to make 
intelligent, non-pressured deci- 
sions. Our customers express 
their delight to their friends and a 
referral comes back our way. We 
have survived difficult markets 
through referrals. 


~ 


Spring Sensations .».”* 
May 14, 15, and 16 


Elegant dinner with auction, jazz, and dancing 


Saturday Evening, May 14 


Garden visit and picnic box lunch 


Saturday, May 14 


| Exciting boutiques and afternoon tea 


Sat, Sun, Mon—May 14, 15, 16 


Governor Christine Todd Whitman and Mr. John Whitman 


are this year's Spring Sensations Honorary Chairs. 


Princeton Child Development Institute 
300 Cold Soil Road, Princeton, NJ 08540 
¢ Autism Research and Development e 
¢ Effective Treatment for Persons with Autism ¢ 
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There are 22 licenses hanging at Stock- 
ton Real Estate. Nannie Stockton believes 
that if an agent works hard, a good living 
can be made and neither the agent nor the 
customer are compromised in the process. 

With up-to-date sophisticated equip- 
ment, her agents are offered the tools and 
the training to be the best in the real estate 
business. 

Stockton Real Estate, 32 Chambers 
Street, Princeton. 609-924-1416. 


Stark & Stark 


hree years ago, the women law- 

yers at Stark & Stark came to- 

gether to discuss issues they face 
as professionals. “There are 11 of us,” 
says family law attorney Maria Im- 
balzano,"and several of us are working 
moms who continuously address the com- 
plexities of balancing career and family life. 
We have continued to meet on a monthly 
basis, but our purpose has grown beyond 
addressing merely career or career/family 
issues, to seeking specific ways in which 
we can better serve our clients and our 
communities." 

This group aims to provide a special ser- 
vice to those clients, who are often, but not 
exclusively women, yet who prefer to deal 
with a woman attorney. Women attorneys 
practice in all areas of law practiced by 
Stark & Stark as a whole, and therefore 
they represent a wide range of legal ser- 
vices: business and tax law, estates and 
trusts, banking, bankruptcy, real estate, 
commercial litigation, family law and per- 
sonal injury. 

“We were all aware that more and more 
women are owning businesses,” says Im- 
balzano,"and we were looking for a way to 
create a dialogue with them." The attor- 
neys checked with a number of business 
and professional individuals about what 
areas of law they wanted to know more 
about. The result was a breakfast seminar 
series, which started about a year anda 
half ago, at which selected topics are ad- 
dressed. 

Another fundamental aim of the women 
attorneys’ group is to keep in touch with 


and creative mother. 
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Just 18 months ago we launched a new 
product that was the brainchild of a practical 


Stark & Stark’s women lawyers are meeting more women in business; 
A . 
Stone’s Throw is an ad agency that looks out for Mother Nature; 
Barringers’ Furniture was started by three sisters; two still run it. 
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real and current needs by becoming in- 
volved with local charitable organizations 
and causes which deal with varying prob- 
lems of contemporary society. Among the 
organizations to which these attorneys con- 
tribute their time and skills are the Ameri- 
can Cancer Society, The Mill Hill Child and 
Family Development Center, Campfire 
Girls and Boys, national and state organiza- 
tions advocating for crime victims, 
Womanspace, The Exchange Club of the 
Greater Princeton Area and others. 

The woman lawyers of Stark & Stark are 
emerging as a group of individuals who 
can combine their individual strengths and 
concern for others and reap the profes- 
sional and personal benefits of powerful 
contact. 


Stark & Stark, 993 Lenox Drive, Build- 
ing 2, Lawrenceville. 609-896-9060. Fax: 
609-895-0629. 


Stone’s Throw 


eanne Napurano and Janice 
Mondoker, founders of Stone’s 
Throw Creative Communications 


in Cranbury, believe that savvy in today’s 
competitive business environments must in- 
clude concern for Mother Nature’s environ- 
ment. 

Both Napurano and Mondoker believe 
that companies today are more concerned 
than ever with both the environment, and 
with profitability. Says Napurano,"Excep- 
tional advertising is cost effective advertis- 
ing. Not only will Stone’s Throw travel off 
the beaten track to create communications 
materials that bring results, we do it with a 
minimum amount of paper and material 
waste, and we recommend and use re- 
cycled paper and print with soy or vegeta- 
ble based inks as often possible." 

In 1991 the partners created the com- 
pany with dedication to the development of 


Heading Soy 


straightforward communications materials 
that are out of the mainstream. “Stone’s 
Throw was created out of the simple idea 
that some companies still look to craft and 
creativity for their communications materi- 
als,” says Mondoker. 

Both Napurano and Mondoker bring ex- 
tensive experience to the company; 
Napurano as a copywriter, and Mondoker 
as a designer. 

Previously Senior Copywriter at C&G 
Agency, CIBA-GEIGY’s in-house advertis- 
ing firm, Napurano has also worked as a 
pharmaceutical copywriter at MED Commu- 
nications in Woodbridge. Before launching 
Stone’s Throw, she freelanced her 
copywriting talent to area ad agencies, in- 
cluding the Gillespie Gro.p/Corporate De- 
sign Associates (Princeton), ASAP 
Inc./Hastings Healthcare (Flemington) and 
The Adjuvant Group (Scotch Plains). Her 
earlier copywriting credits include projects 
for companies like Sandoz Pharmaceuti- 
cals, Helene Fuld, CIBA-GEIGY, and Sum- 
mit Pharmaceuticals, Pennington Proper- 
ties, Forest Pharmaceuticals, and Johnson 
& Johnson Dental Products. 

Mondoker’s varied graphic design back- 
ground has made a lasting impression on 
area industries. She has designed for sev- 
eral of the area’s largest advertising and 
marketing firms. Her earlier design and pro- 
duction credits include projects for compa- 
nies like Sunshine Biscuit, Nabisco, Pepsi- 
Cola, Block Drug, and Johnson & Johnson 
Dental Products. / 

Napurano and Mondoker met at MED 
Communications. Then, Napurano was 
copy editor/junior copywriter and Mondoker 
was a designer. 

The Stone’s Throw provides design, 
copywriting, and production services for all 
types of communications materials, includ- 
ing brochures, direct mail, logo develop- 
ment, newsletters, display ads, and more. 


NOW is the Time to 
Open the Right Doors 
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“Copywriting and design services are also 
available on an a,ja-cart basis,” says 
Napurano. as 

Stone’s Throw’s client roster includes 
both large and small companies in a vari- 
ety of industries. Among these are Conti- 
nental Insurance, Daler-Rowney and Arqu- 
est Inc. 

Mondoker adds that although Stone’s 
Throw is a young cOmpany it is growing 
quickly due primarily to its dedication to re- 
sults oriented communications. “Our clients 
know that we will get them the results they 
want by creating materials that say the 
right things to the right audience. 


Stone’s Throw Creative Communica- 
tions, 13 North Main Street, Cranbury. 609- 
395-0650. Fax: 609-395-1250. 


Office Furniture 
by Barringers 


ffice Furniture by Barringers is 
run by two of the three sisters 
who created it. CPA Helene Gold- 


berg and MHA Sandra Widlitz run the busi- 
ness while attorney Shelley New plies her 
trade in Philadelphia, their original home 
town. The store opened in March, 1987. 
“We knew this was the right location. We 
definitely wanted Route 1,” says Widlitz. 

Their clients are individuals starting 
home-based businesses, growing enter- 
prises, and mid-sized companies with 30 
or more employees. When buying office fur- 
niture, Widlitz suggests that it helps to 
know how much space you have, think 
about the kinds of equipment you'll be 
using over the long term, and to draft a 
budget for the start-up phase and for the 
following year. 

“It’s possible to start with just a desk and 
chair for around $450, or a suite with desk, 
chair, and credenza for $1200. If the busi- 
ness will have more of a public face, it may 
be important to have more impressive fur- 
nishings that say, ‘I’m established’.” 

Many companies start with just one 
piece of furniture, a file cabinet. What 
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Now is NOT the Time for Stargazing 


th this winter? 
SWIMSuits welcomed all mI 


Now Diaperwhere™ toddler clothing is 
marketed through national catalog and retail 
outlets. 


rents, 

j di ™ ° 
Other launches include products and for the clans Swimsuits — 
services from multimedia software tools to ito wears diapers 


Keepsake boxes for jewelry and other 
treasures. 


We have the expertise and energy to help 
you introduce, reposition or create new 
markets for your company. 


Call today and we'll start opening the right doors for you! 
emRNG! 58 TE Se TL eA 


Market Entry 609-799-8898 
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should you look for? “Full suspension,” 
says Goldberg. “Besides being sturdier, 
this will allow the drawers to come all the 
way out. There will be either nylon rollers 
or ball bearings or both in the suspension. 
More ball bearings and thicker gauge metal 
will make a heavier duty cabinet.” 

Customers are encouraged to sit behind 
the desks to see how they feel. There’s an 
example of almost every style furniture 
from formica high-tech to traditional to 
sumptuous modern. Details like clocks, pic- 
ture frames, vases, and art help to com- 
plete the office scene. 

Helene or Sandra will explore what tasks 
you'll perform, how many people you'll 
have, etc., if you need them to look at your 
space, they will visit. They'll even help you 
to complete applications for a leasing com- 
pany to finance the deal. 

Widlitz boasts about the companies 
they've set up. “We must be good luck, be- 
cause most of those we’ve set up are 
doing very well. We spend a lot of time and 
develop a rapport in the beginning, and it 


thrills us to see companies to really take off. 


Office Furniture by Barringers, 2811 
Business Route 1, 609-882-0009, FAX, 
609-882-1933. 


Princeton Child 


Development Institute 


n 1975, Dr. Patricia J. Krantz and Dr. 
Lynn E. McClannahan came to 
Princeton to direct the Child Develop- 

ment Institute, a program for children and 

adults with autism. Since then, PCD! has 
moved into the forefront of treatment of au- 
tism and behavioral research, both in this 
country and abroad. Today, PCDI’s cutting 
edge technology is in demand by many 
other organizations; its programs have 
been successfully replicated many times in 
the U.S. and overseas; and, most impor- 
tant, its outcomes for children and 
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The institute was started in 1970 by the 
family of a child diagnosed with autism who 
realized that if they wanted an effective pro- 
gram for him, they would have to start it 
themselves. Five years later, Dr. Krantz 
and Dr. McClannahan, both with doctorates 
from the University of Kansas, were hired 
as directors. They began by recruiting and 
training staff members to work with three 
children in a small rented facility. “We were 
committed to providing effective treatment 


— treatment that would lead to progress, in- 


dependence, and dignity,” says McC- 
lannahan. They immediately gave priority 
to research, science-based intervention, 
family support, and early invention, all criti- 
cal to the achievement of successful out- 
comes for children with autism. 

By 1984 PCDI was receiving national at- 
tention. It was selected as one of only two 
special education schools to receive the 
Council for American Private Education’s 
Exemplary Private School Recognition 
Award. In 1989, the Legislature of the State 
of New Jersey passed resolutions naming 
each PCDI director “a pioneer in the re- 
search and development of quality treat- 
ment and education models for autistic chil- 
dren and young adults.” In May 1994, they 
will be honored by the American Psycholog- 
ical Association for their long-standing con- 
tributions to behavioral education for chil- 
dren with autism. 

Today, PCDI is a multifaceted program: 
the education program provides intensive 
intervention for 3 to 21-year olds. The adult 
program emphasizes lifelong skills and sup- 
ported employment at companies such as 
Colgate Palmolive, Ortho Pharmaceutical, 
and AT&T. PCDI’s group homes serve as 
models of community-based, family style 
treatment. 

The results of ongoing programs are fre- 
quently reported at nationwide conferences 
and in peer-reviewed journals. Recently, 


Dr.Krantz delivered an invited talk to a na- 
tional conference in Washington D.C., 
sponsored by the National Institutes of 
Health. 

An active dissemination program at- 
tempts to meet the constant international 
demand for PCDI’s technology. At present, 
professionals from Norway, Greece, and 
Russia as well as several U.S. universities, 
are completing internships at PCDI. Mc- 
Clannahan and Krantz have consulted with 
programs in Australia, England, the Nether- 
lands, Norway, and Canada. 


Princeton Child Development Insti- 
tute, 300 Cold Soil Road, Princeton; 609- 
924-6280, FAX, 609-924-4119. 


The Newgrange Center 


eventeen years ago, Princeton learn- 

ing specialists Francesca Benson 

and Lois Young co-founded New- 
grange, a nurturing and highly successful 
school fer children with learning disabilities. 
Two years ago, these same two women, 
still co-directors of the school, worked to- 
gether at a new level to open the New- 
grange Community Outreach Center. The 
Center extends the mission of the School 
to a wider audience, including adults with 
learning disabilities, parents, tutors, and 
employers concerned with workplace liter- 
acy. 

Recently, this remarkable duo became a 
trio, when Benson and Young brought 
Marga Dillow on board as program director 
at the Outreach Center. Dillow’s back- 
ground as a reading specialist, adult educa- 
tion champion, learning disabilities consul- 
tant and college administrator gave her the 
perfect credentials to put Newgrange’s ex- 
pertise to work in the community. “We are 
flooded with requests for help whenever 
people read about Newgrange,” says 
Dillow. “Traditionally, Newgrange has 
helped parents and teachers of children 


with diagnosed learning disabilities advo- 
cate for these kids. But now we are getting 
calls from more adults and employers seek- 
ing our help for employees and their fami- 
lies. The variety within our program reflects 
the huge demand from different sectors of 
the community for informed speakers on 
learning disabilities.” 

The new level of interest from busi- 
nesses prompted this winter's symposium 
on the effect of learning disabilities on 
today’s workforce. On February 11, New- 
grange and its corporate partners will spon- 
sor a half day program at the David Sarnoff 
Center in Princeton, entitled “Assessment 
of Learning Disabilities in the Workplace.” 
The program is open at nominal cost to 
anyone interested in learning more about 
this issue, and information on registration is 
available by calling the Newgrange Com- 
munity Outreach Center. 

Benson, Young and Dillow presented an 
innovative program for 40 literacy tutors at 
The Princeton Public Library in early Janu- 
ary. The Library’s usual corps of volunteers 
was joined by colleagues from numerous 
neighboring adult literacy programs, includ- 
ing the Trenton Area Soup Kitchen and the 
State prison. For several years, New- 
grange had heard that tutors and adult liter- 
acy candidates were experiencing mutual 
frustration, as they made little if any read- 
ing progress. Young suggested that the 
students’ struggles might be rooted in life- 
long, untreated learning disabilities. In the 
Library program, Benson introduced tutors 
to successful multisensory techniques that 
are effective with non-conventional learn- 
ers, and Dillow and Young educated the tu- 
tors about learning about learning disabili- 
ties, supplying additional suggestions on 
teaching adults to read. 

Newgrange continues to find responsive, 
new ways to reach out to a community 
eager for their knowledge. They invite par- 

ents to weekly “video days” and sup- 


adults with autism are almost unpar- 
alleled. Of children who enter the 
program before the age of five, ap- 
proximately half are mainstreamed 


PCDI has received national attention for its treatment of autism; the New- 
grange Center works with children and adults with learning disabilities. 


into public school classrooms. Four 
former students are now in college. 


port groups with visiting professionals. 
In Trenton, reluctant young readers 
get the special attention they need to 
become motivated bookworms and 
from throughout New Jersey, main- 
stream and special education teachers 
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STOREWIDE CLEARANCE 


SAVE 20%—50% 
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FINE FURNITURE ¢ INTERIOR DESIGN 


162 Nassau Street ¢ Princeton, NJ ¢ (609) 924-2561 


Monday-Friday 9-5:30; Thursday ‘til 8; Saturday ‘til 5; Sunday 12-4 


Selected Custom Sofas & Sleep Sofas 
Many fabrics to choose from in stock — 
available for immediate delivery! 


Save 40% Off 


Leather and Tapestry 
Wing Chairs & Ottomans 


Save up to 40% Off 
Mahogany and Cherry Tables 


Save up to 50% Off 


Lamps, Mirrors and Accessories 


50% Off 


seek out their workshops. Last fall over 
100 people attended the premier of 
Benson's “Neighborhood,” a play that ex- 
plores the concept of conflict as a learning 
disability. “With our ever-expanding pro- 
gram,” says Dillow,"We still welcome inquir- 
ies and suggestions from anyone who 
would like to call." 

The Newgrange Community Outreach 
Center 2-4 Chambers St., 609-924-6204. 
Fax: 609-924-5942. 


Present Company 


rom beach balls to Baccarat, from 
the smallest one person office to the 
~ mega giants employing persons in 
the thousands, Present Company is on the 
scene to provide corporate gifts that satisfy 
the price ranges and needs of its clients. 

President Joyce Spiegel and associate 
Betty Ivins take care of all requirements 
from beginning to end. 

“It's a very practical service,” says Spie- 
gel. In today’s cash tight environment, 
many small and large business owners are 
using advertising specialty items to commu- 
nicate directly with their target audiences. 

“These items have remarkable staying 
power and influence without the wasted cir- 
culation — and money — associated with 
mass media advertising.” 

Spiegel and Ivins are well aware that the 
longer someone keeps a product imprinted 
with a company’s name, the more the mes- 
sage is reinforced and the more likely the 
recipient will use the giver’s products and 
services. 

Among Present Company’s most popu- 
lar advertising specialty items are wear- 
ables (t-shirts, caps, etc.), writing instru- 
ments, glassware and ceramics and 
desk/office/business accessories. But al- 
most anything can be personalized and no 
corporate desire need be left undone. 

While Present Company is a small com- 
pany, it has the distinct advantages of inde- 
pendence, closer rapport with its clients 
and, most importantly, a better knowledge 
of the status of orders. 

“We offer a total support system,” says 
Spiegel. “That way, we achieve a sense of 
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trust in the salesperson/cli- 
ent relationship that 
makes us special. We 
have done by pricing and 


Joyce Spiegel of Present Company believes in the personal touch in corporate gifts; 
Through hypnosis, says Janee Serio, people can use the full power of their mind. 


with a personal touch that 
tells clients they are impor- 
tant.” 

One current client is a New York firm 
that is creating custom crystal awards for 
the heroes involved in the World Trade 
Center. 

While little might not always be better, 
the success of Present Company seems to 
indicate that to hundreds of firms in need 
of corporate gifts, service awards and the 
like “little” is more comfortable, more acces- 
sible in a flash and more like a little bit of 
family doing the work for them. 

When it comes to the world of corporate 
gifts Present Company is always included. 


Present Company, 310 Fourth Street, 
Trenton. 609-882-8400, Fax: 609-530- 
0502. 


Center for Personal 
Empowerment 


any people have misconcep- 
tions about hypnosis, according 


to Janee Serio of the Center for : 


Personal Empowerment. “It is a distinct 
state of consciousness on the continuum 
of brain states between being awake and 
deep asleep,” she says. “When hypnosis is 
experienced over a period of weeks, it 
brings about a noticeable decrease in anxi- 
ety. And, a marked improvement in recall, 
self confidence, and psychological health 
and happiness. 

“Hypnosis gives one the power to select 
the habits one wishes to overcome or the 
weaknesses one wishes to strengthen,” 
she says. . 

Some people are concerned about wha 
hypnosis can do to them. “It’s not in any 
way harmful and anybody can be hypno- 
tized if they express the desire,” says 
Serio. “Some common questions | am: 
asked include, ‘Can you make me bark like 
a dog? Will | tell you something I’ve never 
told anyone? Could | stay frozen ina 


trance and never come out of it?’ 

“What these questions are leading to is 
this: can a hypnotherapist make you say or 
do anything that is embarrassing, shocking 
or irreversible? The answer is no. An indi- 
vidual will not do anything they do not think 
is acceptable. That is, a person can not be 
‘made’ to violate their own values or ac- 
cepted patterns of behavior. The hypno- 
therapist does not control the process, the 
individual does. You can terminate a trance 
state at any time simply by opening your 
eyes. SO, as you can see, hypnosis is a 
safe territory to explore,” she says. 

While anyone can be hypnotized, even 
children, Serio works mostly with adults. 
The majority of her male clients seek smok- 
ing cessation, and the majority of her fe- 
male clients seek weight control. She also 
helps individuals with phobias, insomnia, 
stress reduction, self confidence/self es- 
teem, and athletic performance. 

“| specialize in pain control, whether it is 
psychological pain like depression or physi- 
cal pain that’s the result of an illness. 
When you experience a pain as a result of 
illness, disease, or a chronic condition, the 
anxiety and the pain itself are inseparable.” 

She adds that those who suffer from 
chronic pain often are the victims of a re- 
sulting cycle of emotional and physical 
symptoms like anxiety, depression, loss of 
appetite, extreme fatigue, and insomnia. 
Hypnosis offers new hope in alleviating this 
suffering. 

“| had a client in her fifties who had back 
pain,” says Serio. “She was given pain kill- 
ers and muscle relaxers, but the drugs lim- 
ited her in her daily functioning. Her effi- 
ciency dropped and her mental stamina de- 
creased. 

“| showed her how to manage stress 
through regular deep relaxation, and then 
we transformed her pain into a visible form 
through imagery to make the pain more 
manageable. As a result, her confidence in- 


creased. She learned to relax and control 
the muscles in her back, which reduced 
her pain and its frequency. It only took 
eight sessions to teach her how to manage 
her pain by using her mind and not painkill- 
ers.” 

According to Ms. Serio, all hypnosis is 
self-hypnosis. “The mind is very powertul. | 
just teach people how to use what they al- 
ready possess.” 

Janee Serio has a master’s degree in 
psychology from Rider College and is a 
Certified Clinical Hypnotherapist, a mem- 
ber of the Hypnosis Society of Pennsylva- 
nia, and a member of the International As- 
sociation of Counselors and Therapists. 


The Center for Personal Empower- 
ment, 3131 Princeton Pike, Building 4D, 
609-844-0066. Fax: 609-844-1133. 


Personalized Travel 


n the 18 years she was manager of 

Revere Travel on Palmer Square, 

which became American Express 
Travel, Marilyn Sikora developed a follow- 
ing. And that following followed her when 
she supposedly retired after her husband 
retired from a state administrative job last 
year. 

With her managerial duties and her 60- 
hour weeks lifted, Sikora took the summer 
off but found she was still reading travel 
publications and keeping up with the travel 
business. Last September she began han- 
dling travel arrangements for people who 
sought her out. Thus lured back into ac- 
tion, she is “able to pursue a travel request 
with research and interest and find the spe- 
cialties that people may need,” she says. 

“And | do it as an independent contrac- 
tor. It gives me the freedom to work at my 
own hours and at my own pace.” 
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1009 Lenox Drive, Bldg. 4 (East Wing) 
Lawrenceville, NJ 


Speakers: Arlene Surasky, AVP Investments 
Maria Juega, Account Executive 


Some of the important topics we'll be covering include: 

© Understanding stocks, bonds and other investments. 
- © Organizing your finances. | 

©} Identifying your financial goals. 

0 Making a financial plan to achieve your goals. 

© Deciding how much insurance you need. 


, Admission is free but seating is limited. 
Please reserve your place now. 


(609) 844-7940 


Today no one can ignore the opportunities and challenges involved in dealing with 
bank accounts, investments, insurance and other financial affairs. We have prepared 
a special seminar to help you make your money work harder for you: 


Wednesdays, February 23, March 2, and March 9 from 6:00 to 8:00 pm 


Maria Juega 
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Princeton Pike Center 
1009 Lenox Drive * Building 4 + Suite 204 
Lawrenceville, NJ 08648 


(609) 844-7900 


DO YOU WORK IN A COMPANY 
WHERE DOWNSIZING AND 
RESTRUCTURING ARE WORDS 
TO LIVE BY? 


Perhaps a career in real estate with our CENTURY 21° 


office is 


just the opportunity you have been looking for 

In real estate you are master of your own ship. And your 
financial success is limited only by your own efforts 

The CENTURY 21 system offers the best support in the 
industry. It offers you training while you are getting started, 
and provides ongoing educational opportunities as you progress 

Phe CENTURY 21 system also ' 


has the biggest national advertis- 

ing program in the industry 

Which helps to attract customers. 
To find out more, give us a call. 


Century 


Carnegie Realty 


EACH OFFICE IS INDEPENDENTLY OWNED AND OPERATED 
Equal Opportunity Employer 
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of volunteers. Publishing a 
newsletter, collecting dues, 


For a client going to London for 
a board meeting and taking his 
wife with him, she was asked to 
suggest what might be interest- 
ing, considering that they had 
been there many, many times. 
She came up with the idea of the 
Orient Express, the day trip within 
Britain, from London to Bath. 
“They enjoyed it tremendously,” 
she says. “That was something 
perhaps the average agent would 
not have suggested.” 

Sikora knows the out-of-the- 
way destinations and pursuits, as 
well as the more regular ones. 
Cruises? She'll find you a special- 
ity cruise. Recently a woman 
called who had been on cruises 
18 times “and could | please find 
her something of interest, some- 
thing different?," says Sikora. “So 
| found her a Vietnam and Indian 
Ocean cruise.” 

“Working from home gives me 
time to pursue these interests, to 
research in depth,” Sikora com- 
mented. “If you’re in a business 
atmosphere, you tend to do it as 
quickly as possible. Now | have 
time to read a whole article, 
rather than just skimming tt.” 

People telephone her, tell her 
what they want, she pursues the 
matter, calls the client to confirm, 
then has the tickets delivered. 
“It’s almost like a QVC set-up for 
travel,” she says. 

Not every travel agent can be- 
come an independent travel con- 
sultant. “You need a following for 
it,” she says, “people who will con- 
tact you.” 

Like an in-office travel agent’s, 
her service is free to the client. 
Her clients are people who are 


not in a rush to book, people who 
have time. Who are thinking of 
next fall, next holiday. “All these 
are people whom I’ve met along 
the way, and their friends.” Com- 
panies, and people who are in a 
hurry to book, are still calling 
American Express and that is as 
it should be, she says. 

Churches and synagogues ask 
her to look into group trips for 
them. In the future she may even 
be leading trips: she wants to go 
to Israel, and others do, too. 

Sikora is also a Certified Travel 
Counselor, and a D.S.,Destina- 
tion Specialist. She is a member 
of the Princeton Convention and 
Visitors Bureau, former Chair of 
the Board of the Princeton Cham- 
ber of Commerce, and — she 
spelled it out — “a Rotarienne.” 


Personalized Travel, 48 Mer- 
ion Road, Lawrenceville, 609-896- 
9188. Fax: 609-882-2151. 


Saums Interiors Inc. 


iileen Saums doesn’t only 

design interiors; she is tak- 

ing a role in helping new 
designers create their lives. “I 
wear many different hats,” she 
says. 

She owns, manages, and oper- 
ates a business that was started 
by her parents. Along with offer- 
ing expert design and project su- 
pervision services, Saums Interi- 
ors is a retail store with every- 
thing for the home — from a can 
of paint to carpets, wall cover- 
ings, and furniture. 

“We have as much on display 
as we Can,” says Saums. “We 
can help out clients from the look- 


ing stage to purchase to installa- 
tion.” While Saums clients can 
hire their own contractors if they 
wish, Saums notes that “we have 
all sorts of workpeople — paper- 
hangers, carpet installers. That's 
what sets us apart from other de- 
sign firms. We don’t just map out 
the idea, we coordinate the job, 
we do it. Our focus has always 
been toward personalized ser- 
vice.” 

The business, started as a 
small paint store with some wall- 
paper books in 1957, moved to 
the present site in 1968. It started 
to grow, adding more wallpaper, 
fabrics, etc. Saums joined in 
1976, “and from that point on we 
really moved into being a full de- 
sign center, which is what we call 
ourselves,” she says. While her 
father is still active in the busi- 
ness, and her sister Sharon man- 
ages the paint department, the re- 
sponsibility is all Eileen’s. 

The store does some commer- 
cial work — about 25 percent — 
and Saums sees room for growth 
there. “Most of our commercial 
work is geared toward lobbies, 
boardrooms, and executive of- 
fices,” she says. “We have an ex- 
tensive sampling of fabrics, wall 
coverings, carpeting, and model 
rooms throughout the store, help- 
ing customers to visualize and 
get ideas. 

“Mostly we are eclectic here,” 
she says. “! don’t believe in any 
one style. Our bend is toward a 
traditional feeling, which brings 
things from the past that have 
good design and then embellish- 
ing them to fit today’s interiors. 
And we do some very simple 


Marilyn Sikora’s years of travel experience have led to her own business venture; 
Eileen Saums is growing her business in the are a of commercial interiors. 


In many business and profes- 
sional associations, officers have 
to do a lot of time-consuming 
detail work—because of a lack 


arranging meeting programs and 
many other duties fall on the 
leadership. The association can’t 
afford to staff a full-time head- 
quarters office, so day-to-day 
administration remains a spare- 
time job for the elected officers. 
The cost-effective solution is 
Professional Management Associates. We do the “drudgery” for ten large and 
small associations in the metropolitan area, freeing their officers tor policy- 
making and other leadership responsibilities. We’re not volunteers. We’re spe- 
cialists in managing associations—efficiency experts with a personal touch. 
To make your organization more protessional, call PMA. A helpful informa- 
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PROFESSIONAL MANAGEMENT ASSOCIATES 


170 Township Line Road 
Belle Mead, NJ 08502-4103 


908-359-1184 


Were not volunteers. 
Managing associations ts our business. 


Business associations are com- 
petitors joined together for a 
common purpose, so they are 
especially vulnerable to attacks 
by federal and state antitrust 
entorcers. Talking about prices, 
profits, sales and delivery terms, 
as well as many other topics, 
should be taboo at your mem- 
bership and board meetings. 


association should talk to 
Protessional Management 
Associates. Other reasons are 
the cost-effectiveness we bring to day-to-day administrative duties, the timely 


efficiency of newsletter publishing, the personal diplomacy of dues collection 


and the pizzazz of meeting program arrangements. That’s why ten local and 
national associations trust us. 


To make your association more professional, call PMA. Ask tor your free 
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country styling. We mix and match 
all sorts of things.” 

Saums, with a design degree 
from Endicott College in Beverly, 


After a successful career designing packaging, May Bender is devoted to painting; 
Anne Stark helps businesses move through the maze of data in the information age. 


“It’s not a brand new problem, but 
it has become more and more impor- 
tant. For almost any business, timely 
information is vital in a changing en- 


Massachusetts, is the third genera- 

tion in this business. Her parents 

had their paint store, and her 

father’s father was in the window shade 
and Venetian blind business in this area. “A 
lot of the very old timers in this area re- 
member that,” she says. “We come froma 
very artistic background. | have to attribute 
much of my success to the family support.” 

Saums wears another hat as well. 
“Something that has altered my career and 
my life,” she says, “is the addition of my 
son.” Adopted in Russia in 1992 by Saums 
and her husband, he is now 22 months old. 
“It means shorter hours and the addition of 
an assistant designer, Paulette Hache. 

“I'm very much of a firm believer that 
young people should get a break today,” 
says Saums, whose staff currently includes 
one student at Trenton State College and 
one recent alumna. “I feel we can and 
should make a contribution to young peo- 
ple to further their practical education,” she 
says. 


Saums Interiors Inc., 75 Princeton Ave- 
nue, Hopewell, 609-466-0479. Fax: 609- 
466-8673. 


May Bender Design 
Associates 


ometimes opportunity knocks. At 

times, though, you have to take a 

Saw and cut out a new door to meet 
it. After decades in the packaging design 
business, May Bender is doing just that. 

“lI moved here from New York in 1987, 
and was doing packaging till last year,” she 
says. “Finally | said, ‘enough’ and decided 
to devote myself to the painting | had been 
doing all along.” After working from an of- 
fice on Deer Park Drive for six years, she’s 
planning a handsome 1,000 square foot ad- 
dition to her home to act as a studio anda 
place to properly display her work. 

She’s been creating paintings in oil, 
gouache, watercolor, and black & white 


ink, for many years. “I’m a natural painter,” 
she says. “| have studied off and on at the 
Art Student's League for the last 35 years, 
but mainly | just keep working.” She has 
created a body of more than 200 works. 

Bender explores figurative, abstract, and 
geometric subject matter, all rendered with 
a striking color sense. A group called 
“Planums” are random rectangles of color 
sometimes obscuring the figure, some- 
times with a clearly visible subject. Another 
group called “Areals” are color fields with 
subtle or amorphous impressions of the 
central theme. A recent series depicts the 
stresses of society and the tenor of the 
times. 

So she’s not starting from scratch. Sev- 
eral of her works are on exhibit now at the 
Image Gallery, and she has shown in juried 
shows at Ellarslie, the Carrier Foundation, 
and at the Alfieri Building in Edison. For Lin- 
coln Center’s Cork Gallery she showed a 
painting inspired by the Metropolitan Opera 
company’s new season. She chose to re- 
spond to “Death in Venice.” 

One woman shows include Middlesex 
County College and the Temple B'nai 
Jeshurun in Short Hills. 

“Fortunately, | have made a very suc- 
cessful living as a package designer,” says 
Bender with characteristic candor. “I’ve 
been doing almost nothing but painting for 
the past year and a half, though occasion- 
ally | do get lured by a job for one of my 
corporate clients. 

“| commuted to New York for 1,000 
years, and designed for Gillette, R.J Reyn- 
olds, Sterling Pharmaceutical, Bausch & 
Lomb, Proctor Silex, Warner Lambert, 
Celanese, Johnson & Johnson, you name 
it. | designed for New York Style Bagel 
Chips, a local company which just was 
bought out by Nabisco.” She’s won more 
than one of the prestigious CLIO Awards, 
and-has been president of the Package De- 
sign Council International, has given talks 
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on packaging and judged contests. 

What now? “Well | certainly hope to find 
collectors who would like to own my works. 
Oddly, the presentation for art is not much 
different than it was for packaging. | just 
had a bigger staff to help me,” she says. 
Now she’s looking for representation to 
ease this side of her art career. 

“My work is very painterly, but corporate 
collectors are very conservative and | don’t 
expect them to be interested in the nudes, 
for example,” she says. 

With a group of works that cover a broad 
range of subjects, a mature and painterly 
style, the chutzpah to make a new life of 
her own design, and the experience to 
know how to capture the attention of an au- 
dience, that will probably be an insignifi- 
cant hurdle. 


May Bender Design Associates, 7 
Deer Park Drive. 908-329-8388. Fax: 908- 
329-0612. 


Stark Information Specialists 


nowing too much can be a real 
headache. As a business and 
technical researcher for informa- 


tion centers run by companies like AT&T 
and the advertising firm of BBDO, Anne 
Stark maintained hard copy and high tech 
libraries, making them accessible and deci- 
pherable to large, information hungry staffs. 
A native of Brooklyn with a Masters in Li- 
brary Science from Rutgers, she started 
Stark Information Specialists in 1990 to pro- 
vide information support services to compa- 
nies and independent researchers. 
“Frequently, the problem is not finding 
enough information on a subject,” she 
says. “It’s getting too much. There are 
many many databases, information ser- 
vices, and libraries available, but it takes a 
special skill to cut through the maze of 
data to provide timely, incisive, on-target in- 
formation. 


vironment in order to maintain a com- 
petitive edge. And because we live 

in a world that thrives on the latest 
detail, information drives research, technol- 
ogy, and production.” 

With her extensive experience in corpo- 
rate information gathering for clients such 
as Chemical Bank, Church & Dwight, John- 
son & Johnson, Rhone-Poulenc, Seagate 
Associates, and Right Associates as well 
as individuals, she helps clients in several 
ways. 

“| help people work smarter by effec- 
tively combining technology and informa- 
tion in ways they may not see on their own. 
| can help them assess a competitor or 
bridge gaps in a project by compiling and 
analyzing key information.” 

In one major project for AT&T, she set 
up and implemented a database for track- 
ing intrastate documents. At the time of the 
breakup, this was crucial in assuring 
smooth and uninterrupted business. 

Through indepth, confidential discus- 
sions to determine the level of information 
needed, and to develop an understanding 
of the environment in which the information 
needs to be useful, Stark creates a pro- 
posal. Fees are based on the time needed 
to complete a project and the expenses in- 
volved. 

An area in which her ability to identify 
nontraditional opportunities comes to the 
fore is in helping relocate families. Fluent 
in French and other Romance languages, 
she has extensive knowledge of varied cul- 
tures and much experience living overseas. 

Sometimes that means doing the home- 
work for jobsearchers who want to relo- 
cate. Other times it means helping compa- 
nies smooth the transition for employee 
families. 

“Recently a whole division of a medical 
device manufacturing company was relo- 
cating to Cincinnati,” she says. “! put to- 
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gether a whole package for their relocation 
staff, with profiles of all the different neigh- 
borhoods, including information on 

schools, houses of worship, even re- 
sources for babysitters and inoculations re- 
quired for admission to the educational sys- 
tem. Part of the package included job re- 
source information for spouses.” 

Another company was relocating a fam- 
ily to Princeton from overseas. For them 
the research included everything from cul- 
tural centers to ethnic grocery stores. 

“We can help all of our clients with spe- 
cialized intelligence and a level of research 
that goes beyond the expected,” says 
Stark. “We can help enlarge the client's net- 
work by developing contacts, and access 
resources by spanning countries, indus- 
tries, and disciplines.” 


Stark information Specialists, 4 Vetter 
Court, North Brunswick. 908-422-1969. 
Fax: 908-422-4330. 


Getze Event Management 


arge, successful events don’t just 

happen. They are planned. And Bar- 

bara D’Onofrio-Getze is planning 
them. 

She established her firm in May, 1993, to 
provide event consulting services to non- 
profit and for profit corporations in New Jer- 
sey. “The reduced budgets of many corpo- 
rations have created a need for a consul- 
tants to handle both major charitable 
events and media events on a short term 
basis,” she says. 

She offers event planning and manage- 
ment, fundraising, public relations, and 
grant writing. “My primary strength has 
been cost management which has led to 
impressive increases in net profits for my 
clients. And arranging introductions for 
them with corporate leaders from through- 
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out the state has resulted in new relation- 
ships and increased income. 

“| provide organizations with an event at 
the lowest possible cost, with the highest 
possible results. It’s not just that they give 
me an amount of money and | go do a 
party for them: my events have to make 
money. 

“In the fundraising business, the big 
ticket events tend to be my speciality,” she 
says. “The black tie dinners and the golf 
tourneys, the higher priced events. These 
are usually organized around corporate 
sponsorships and tables for 10 attendees, 
which might go for $1,500 to $10,000.” 

Getze’s services vary with client needs. 
For the New Jersey Chapter of the Arthritis 
Foundation’s gala she worked with their 
staff, helped recruit the honoree, and over- 
saw the event. She also critiqued the event 
for them, offering suggestions for the next 
year. With the March of Dimes she handied 
the Virginia Apgar Award Dinner in 
Princeton and the Golf Classic at Forsgate 
from top to bottom, working with volun- 
teers. She also structured the Food & Wine 
Gala in Monmouth County. 

Usually Getze works on a per diem or 
per hour basis; with small jobs she may 
work on a percentage or per job basis. 

Other clients include the Dance Theater 
of Monmouth and Little Silver Electric. 

Getze mastered public relations at Hill & 
Knowlton in Los Angeles, working on the 
Mazda account. “These were very big 
events,” she says,"we were introducing a 
new car to the American press.” She also 
handled media events for the American 
Red Cross, and grantsmanship for the 
Shore Ballet Company. ; 


Getze Event Management, 533 Seven 
Bridges Road, Little Silver. 908-530-1115. 
Fax: 908-530-0112. 


Princeton Montessori 
School 


reathes there a Princeton mother 

with soul so dead that she has not 

heard of the Montessori School? 
Princeton’s own branch of the famous 
school is out on the Great Road, has chil- 
dren from infants through the eighth grade 
(in four sections: infants and toddlers, pre- 
school, grades 1-6, and middle school 
grades 7 and 8), has about 50 people, 
mostly women, on its staff, and this year is 
celebrating its 25th anniversary. ° 

Montessori, a method of education 
based on the work of Maria Montessori in 
Italy, isn’t just a school for kids any more at 
the Princeton Montessori School. It has 
added some long and short term adult 
(teacher and parent) education. 

Ginny Cusack, in charge of coordinating 
professional development for the teachers 
and manager of the outreach program, 
says that the school cooperates with differ- 
ent organizations and colleges. For exam- 
ple, Rider College students learning from 
the Montessori school can receive ad- 
vanced credits toward a graduate degree. 

Cusack was Director of the Lakeside 
Montessori school when it was in 
Littlebrook School from 1979-1989. 

In addition, the school does Montessori 
teacher training ("we're the only certified 
Montessori Teacher Training Center in New 
Jersey"), and Montessori teacher educa- 
tion for the preschool. It offers seminars 
and training for administrators and heads © 
of schools. And the school has education 
programs for parents, which are open to 
the community. 

This past year the school ran a five-part 
program “Being with Children,” given by Dr. 
Nancy McCormick Rambucsh, professor of 


Getze Event Management specializes in big ticket events such as black tie dinners & golf tourneys; 
Princeton Motessori School now offers some adult education, as well as its famous program for kids. 
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The Center For Personal Empowerment 
Lawrenceville, NJ 


(609) 844-0066 


gain? What if we could show you 


early childhood education at SUNY New 

Paltz, who is “kind of the Montessori guru 
of the country,” says Cusack. Rambucsh 

was the one who brought the Montessori 
Method into the country in the 50s. 

The school also ran a one-day work- 
shop,"Children’s Values, Parents’ Respon- 
sibilities," and sponsored a “Television and 
Your Children” workshop. 

On February 19, Ashley Montagu will 
talk about parenting and relating to chil- 
dren. The school will also treat sibling is- 
sues and hold an adult discussion on 
“Transformations—Growth and Change in 
Adult Life.” Cusack will lead the former, Pat 
Vroom, the latter. 

“We are continuing our values—trying to 
teach parents to teach values and discuss 
values with their children,” says Cusack. 

The school also has an after-school pro- 
gram through which children of working 
parents can take their piano or violin les- 
sons. “We’re trying to develop that even 
more,” says Cusack. “We try to provide, 
here, a complete unit for parents.” The 
school runs year around, 12 months. Just 
like the kids, and the parents’ work sched- 
ules. 

The school is accredited by the Middle 
States Association of Colleges and 
Schools, by the American Montessori Soci- 
ety, the National (and New Jersey) Associa- 
tions of Independent Schools. 

And the famous Montessori Method? “It 
really tries to foster independence, and is 
very activity centered. We try to develop a 
sense of responsibility. The teacher is like 
a facilitator. We try to develop self-motiva- 
tion, freedom of movement,” says Cusack. 


Princeton Montessori School, 487 
Cherry Valley Road, Princeton, 08540, 609- 
924-4594. 


ads Public Relations 

& Marketing 
riginally certified to teach Spanish 
and English, Arlene D. Schragger 
now runs her own thriving public 


relations and marketing firm located in 
Ewing Township. 
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Schragger’s firm, called ads Pub- 
lic Relations & Marketing (after the 
initials in her name), specializes in 
the development of marketing strate- 
gies and collateral pieces for profes- 


Arlene Schragger creates marketing for clients who don't do traditional advertising; 
a Bellcore veteran, Marian Hill has started her own telecommunications center. 


retail store featuring all of the latest 

personal technological equipment. 
Although Hill is still dedicated to 

the idea of bringing our technologies 


sionals, consultants, and small busi- 
nesses. Schragger concentrates pri- 
marily on the development of media kits, 
brochures, informational pieces, direct mail 
pieces, and ads. “The majority of my cli- 
ents are professionals or small businesses 
that do not engage in traditional advertis- 
ing,” says Schragger. 

“| help develop their newsletters, ad- 
vertorials, press releases, and other infor- 
mational pieces that communicate their 
key message without a ‘hard-sell’ presenta- 
tion,” she says. 

“| also arrange speaking engagements 
for my clients at chambers, associations, 
and other professional organization meet- 
ings. Speaking engagements are an ideal 
opportunity for clients to meet potential 
prospects, and to present their views,” she 
adds. 

A key part of Schragger’s business is 
the development of new business 
launches for start-up companies. “I help 
emerging businesses to focus and to target 
their efforts,” she explains. 

Schragger enjoys the marketing aspect 
of new business launches because of the 
creativity they afford. “For me, the launch is 
the most exciting period of time in the mar- 
keting cycle. Expectations are always high, 
and | do everything in my power to ensure 
that | meet them.” 

Schragger got started in marketing 
eleven years ago as the in-house advertis- 
ing coordinator for a local firm. After five 
years she started her own business with 
the accounting firm of J.H. Cohn & Com- 
pany, in Lawrenceville, as her first client. 
The majority of Schragger’s clients come 
from referrals and from word of mouth. “I 
work very hard to ensure that my clients 
are satisfied, and many refer me to their 
business acquaintances,” she says. 

Schragger is involved in a number of 
community activities and organizations, in- 
cluding the New Jersey CAMA, Green- 
wood House, Jewish Home for the Aged, 


and the Jewish Community Center, where 
she serves on the Board of Directors. 
Schragger resides in Ewing with her hus- 
band. They have three children, ages 19, 
23, and 26. 

When asked what she likes best about 
her job, Schragger replies that she enjoys 
the diversity of working with clients in a 


‘broad range of industries, the challenge, 


the flexibility, and the chance to watch her 
clients’ goals take shape. “Helping my cli- 

ents achieve their objectives us very satis- 
fying,” she says, “and working with such a 
diverse range of businesses allows me to 

learn something new every day.” 


ads Public Relations & Marketing, 50 
Lochatong Road, Ewing Township. Phone: 


. 609-882-4586; Fax: 609-895-1011. 


Total Telecom 


arian Hill has been dreaming of 
starting her own company for fif- 
teen years. On December 11, 


1993, her dream came true. Hill opened 
Total Telecom, a retail telecommunications 
center featuring everything from beepers 
and cellular telephones to state-of-the-art 
computer hardware and software in the 
South Brunswick Square Mall. 

A native of Korea, Hill came to the 
United States thirty years ago to attend col- 
lege. After graduation, she began working 
for AT&T, New Jersey Bell, and most re- 
cently as Executive Director of Bell Com- 
munications Research’s New Technology 
Applications Group. Under Hill’s leader- 
ship, the group grew from two to more than 
fifty. “My job was very challenging and ex- 
citing,” says Hill, “but | still wanted some- 
thing of my own.” 

Bell Communications Research — 
called Bellcore — valued her performance, 
and sent her to Harvard Business School's 
Program for Management Development in 
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1990, Says Hill, “We studied almost 200 
business cases representing every indus- 
try imaginable. We looked at marketing 
planning start-up and on-going day-to-day 
operations and management.” 

By the time Hill returned from the 
course, she was ready to start her com- 
pany. “My success at Bellcore and the 
knowledge that | gained at the Harvard 
Business School gave me the confidence 
to open my own business.” 

She left Bellcore in July of 1992. “My 
husband thought | was crazy to leave a 
good job in the middle of a recession,” she 
says, “but | knew the time had come for me 
to pursue my dream.” 

Among the experiences that she valued 
most during her tenure at Bellcore was her 
involvement in new technology applica- 
tions for telecommunications network ser- 
vices. Her desire was to share new technol- 
ogy service with foreign countries, particu- 
larly those in Asia. Says Hill, “Very few 
countries abroad have the diverse technol- 
ogies that we take for granted here.” 

Hill felt strongly about Bellcore’s respon- 
sibility to help foreign countries integrate 
these technologies, but large companies 
sometimes take a long time to take action. 
“| wanted to form a small company to meet 
the needs quickly and efficiently. Opportu- 
nity doesn’t wait for us. We must take it 
when it is given,” she says. 

While in Asia, Hill visited her native 
Korea, where she became an overnight 
business celebrity. A prominent Korean 
newspaper featured a full-page story about 
Hill’s initiatives, with the headline “Wonder 
Woman.” 

After returning to the U.S., Hill realized 
that she would need access to large quanti- 
ties of products in order to pursue the intro- 
duction and promotion of telecommunica- 
tions technologies abroad. It was then that 
she got the idea to open Total Telecom, a 


abroad, the opening of her new store 
has, at least temporarily, shifted her 
focus. She is determined to make 
her establishment a success here in the 
U.S. before promoting any of the products 
that she offers abroad. 

Total Telecom is targeted to both residen- 
tial and business customers, and offers 
training, consultation, and installation. Hill 
views customer service as the most impor- 
tant aspect of any business endeavor. “| 
will not look for my own success until | 
have satisfied my customers and helped 
them to achieve success,” she says. 

Though her store is brand new, Hill is 
very optimistic. “The most important thing,” 
she says," is to do what you really love.” 

Hill has two children; a son, 28, anda 
daughter, 27. Among her hobbies is mara- 
thon running. She has participated in the 
New Jersey Marathon once, and in the 
New York Marathon seven times. “I enjoy 
running, running gives me a thrill,” she 
says. 

More than anything, Hill enjoys the op- 
portunity to create something new. “Total 
Telecom is my own creation, and it makes 
me very proud,” she says. 


Total Telecom, South Brunswick 
Square, 800-814-2264, or 908-329-1503. 
Fax: 908-329-6138. 


Leslie Mullen Graphic Art 


ver twenty years of experience in 

corporate communications gives 

Leslie Mullen the know-how to 
get a project out on time, and within budget. 

Before founding Leslie Mullen Graphic 

Art in 1988, she worked for fifteen years as 
a Senior Art Director for E.R. Squibb & 
Sons. Prior to her work at Squibb, she was 
the corporate art director of a major paint 
company in New York City. She says, “My 
work on the client side of the business 
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We specialize in marketing strategies for 
professionals, consultants and small businesses 
and all phases of new business launches. 


to increase your business... 
to focus your advertising... 
to communicate better with your clients... 


TO TELL THE WORLD WHAT YOU DO 
AND HOW WELL YOU DO IT... 


Call for a free consultation. 


Arlene D. Schragger 


ads 


Public Relations & Marketing 
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gave me the opportunity to see the mis- 
takes that agencies make, and to correct 
them when | began my own.” 

In addition to the traditional artistic meth- 
ods employed by graphic designers, Leslie 
uses desktop publishing to meet her 
clients’ objectives. Her computer expertise 
includes Macintosh proficiency in Quark 
Xpress, Adobe Illustrator, Typestyler, Pho- 
toshop, and Aldus Freehand. This enables 
her to provide clients with a variety of 
choices and means of design when they 
contract a project. 

Printed communications such as market- 
ing brochures, user's manuals, letterheads, 
or posters, from concept to printing — in- 
cluding design and production — are the 
specialty of Leslie’s small design studio. 
She believes that keeping her firm small 
benefits her clients, and says, “We're 
small, and we think that’s a plus. It means 
that when you hire us, you deal with top 
people, because that's all there is. We lis- 
ten better and work faster than an ad 
agency.” 

Mullen says that she is often asked ex- 
actly what a graphic design studio does. “I 
tell people that it is the graphic designer’s 
job to work closely with the client and the 
project writer, paying attention to ideas and 
objectives. Then we provide layouts and 
final designs to accompany the written text. 
Providing a written estimate for all services 
to keep the job within budget is also essen- 
tial,” she says, “as is providing photos and 
illustration as needed. 

“In some instances, it is possible to use 
the files for desktop publishing to print the 
piece, which can save many typesetting 
dollars.” She finds that more and more of 
her clients are opting for this method of 
publication to keep within restricted bud- 
gets. 

Leslie considers herself not merely a 
graphic designer, but as part of a team with 
writers, photographers, illustrators, other 
designers, and printers. “Each communica- 
tions piece tells a story,” she says. “Creat- 
ing something that suits the clients’ objec- 
tives, and is truly creative is what makes 
me enjoy this business so much.” 
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Leslie Mullen Graphic Art, 3530 High- 
way 27, Kendall Park, 908-821-3088; Fax: 
908-359-5967. 


Princeton Medical Center 


he Medical Center at Princeton 

opened its new maternity floor in 

November 1993, and Vice Presi- 
dent of Nursing Georgia Nadler and Direc- 
tor of Maternal/Child Health Barbara Ber- 
ger are as pleased as any new parents, 
Together, for over four years, they had 
worked to develop the Single Room Mater- 
nity Care Unit, an innovative center for ma- 
ternity services which would respond to the 
needs of the community. 

In 1989, when the Medical Center was 
renovating, Georgia and Barbara, both re- 
cent new mothers, had strong ideas about 
ways in which the environment for labor 
and delivery should be changed. They 
shared a high level of education and leader- 
ship in nursing, giving them the ideal skills 
to champion a new maternity center. As a 
team they had the enthusiasm to get the 
medical staff and administration to consider 
and ultimately to support the new concept. 

The Medical Center’s philosophy of fam- 
ily-centered care provided the ideal environ- 
ment in which to develop a maternity unit 
that was traditional in its attention to com- 
fort and revolutionary in providing individu- 
alized, highly technical medical support. 
Early in this century, mothers in labor left 
behind the comforts of home birthing, opt- 
ing instead for hospitals’ safety. They also 
learned to accept uncomfortable, disturbing 
transfers from room to room as they were 
moved along for labor, delivery, recovery, 
and post-delivery. : 

In the Single Room Maternity Care Unit, 
parents remain in one room throughout 
their stay, joined by their newborn for as 
much time as they choose. An attractive, 
comfortable, fully equipped room becomes 
“home” during the average two day stay. In- 
stead of a new nursing team at each stage 
of labor, delivery, recovery, post-partum, 
and newborn care, now the same nurse on 
each shift stays with the parents and their 


new baby. Most insurance companies now 
cover only a two day maternity stay, and 
physicians feel more confident sending pa- 
tients home from the Single Room Mater- 
nity Care Unit, where they can better ob- 
serve, assist, and educate the new parents. 

The Medical Center at Princeton’s mater- 
nity rooms reflect Georgia and Barbara’s 
careful study of suggestions from patients, 
physicians, nurses, and housekeeping per- 
sonnel. Behind sliding walls, each room 
has every kind of imaginable medical sup- 
plies and equipment for mother and new- 
born. Asleep chair, rocking chair and din- 
ing area, offer comfort to parents-in-waiting 
as well as family and friends who may visit 
later. Each mother-to-be has her own pri- 
vate shower. A Jacuzzi tub offers the final 
soothing touch. Even high risk deliveries 
can be safely accomplished in the Single 
Room's adjoining surgical suite. 

Georgia and Barbara brought not only a 
new maternity unit to the Medical Center, 
they changed the outlook of the staff. 
Nurses who were accustomed to dealing 
with only one aspect of obstetrics received 
advanced education in order to care for 
both mother and infant. Obstetricians and 
pediatricians adapted, too, to making 
“house calls” in private rooms instead of 
treating patients in central, single use facili- 
ties. 

Experience inspired these women’s 
dreams, and persistence drove it along, but 
“commitment,” says Barbara, with a con- 
firming nod from Georgia, “made it happen.” 


Medical Center of Princeton, 253 
Witherspoon Street. 609-921-7700. 


Statistical Graphics 
Corporation 


ounded in 1981 by Grace Polhemus, 

Statistical Graphics.specializes in 

the development of statistical meth- 
ods for interactive data analysis. “Our soft- 
ware program, STATGRAPHICS offers 
over 250 menu-driven procedures com- 
bined with a powerful graphics editor for 
generating presentation-quality output,” 
says Polhemus. “It’s heavily used in typi- 


cally the Fortune 1000 companies in the 
pharmaceutical, chemical, and petroleum 
companies. 

“| have watched STATGRAPHICS grow 
and change as quickly as our high-tech in- 
dustry has changed over the last 10 years. 
Just keeping up with the current technol- 
ogy is a major yet exciting challenge. SGC 
was very fortunate in 1985 to form a strate- 
gic alliance with a marketing company lo- 
cated in Rockville, Maryland. With the com- 
bined efforts of both companies we were 
able to launch a successful marketing cam- 
paign in addition to a successful alliance 
with dealers and distributors overseas. 

As the statistics show, more women 
today are starting their own businesses. 
There are definitely more advantages in 
having your own business today than there 
were 10 years ago. Today there are more 
resources available for women, not only on 
a financial scale, but networking resources. 
Organizations now offer mentors, Courses, 
seminars, etc. geared for specific needs. 
The high-tech industry offers so many op- 
portunities that unfortunately | can’t take ad- 
vantage of because of time restraints.” 

The support and acknowledgement of 
women business owners is also much 
more widely accepted. “Just take a look at 
our new governor! | feel that Christie Whit- 
man will have a strong impact on women. 

“It’s a great time to emphasize that it is 
critical for everyone to contribute some- 
thing back to the community. Community in- 
volvement should be a criteria for all of us. 
Without the help of volunteers many of our 
programs and institutions would not exist 
today. There is so much we can do to- 
gether to create a better environment for 
those less fortunate. 

“Unfortunately, we always seem too 
busy to create the time to help other peo- 
ple. Real business leaders are those peo- 
ple who find the time for a good cause and 
who actually make a difference for other 
people. A good many of our business lead- 
ers today do care about our community 
and the future of our children. These 
women are the ones who | feel deserve the 
special recognition for the contributions 


Leslie Mullen uses traditional design plus DTP, including Quark, Photoshop, and more; the Princeton Medical Center’s renovated 
maternity unit now includes all the latest medical technology plus the comforts of home, including Jacuzzi tubs; 
Grace Polhemus founded a high-tech firm, Statistical Graphics, in 1981, but she still works to find time for community involvement. 
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A day-long, Princeton YWCA conference 
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Keynote Address: Carol Cook, English and 
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The Woodrow Wilson School, 
Princeton University 

Fee: $35. Scholarships available. 

For information, please call 609 924-6556 


MASCULINITY — FEMINITY 
WHAT IS IT ALL ABOUT? 


Creating love and full expression of the self. 


Individual, Relationship and Group Psychotherapy. 
FREE Seminars & Consultations 


COUNSELING HEALTH ASSOCIATES 


é 


they made over and beyond their work ac- 
complishments." 


Statistical Graphics Corporation, 5 |n- 
dependence Way, 609-924-9374. Fax: 609- 
452-7792. 


Familyborn 


idwives lead a revolution in 
quality obstetrical care." This 
was the title of a recent article 


in the New York Times. FamilyBorn, The 
Mildred Morgan Center for Birth and 
Women’s Health, now in its fourteenth 
: year, is certainly demonstrating the accu- 
racy of this statement. “Just take a look at 
~~ our statistics if you want a concrete repre- 
sentation of quality of care,” challenges 
Marcy Kahn, Co-Executive Director and 
Co-Founder. “Our caesarean section rate 
(which, of course, is done in a hospital) is 
7%; episiotomy rate, 5%; forceps/vacuum 
extraction rate, 2%; and our successful 
vaginal birth after caesarean (VBAC) is a 
remarkable 84%.” It has been frequently re- 
®% ported that the national C-section rate hov- 
ers around 25% — that’s one in four 
' women. And episiotomies have become al- 
most a routine part of delivery. 
Familyborn’s goal is to empower women 
to have the kind of birth and women’s 
health care experience the way they want 
and deserve. The highly qualified and expe- 
® rienced team of certified nurse midwives 
encourages women and their partners to 
be actively involved in their healthcare, giv- 
ing them the information and support they 
need to work toward a healthy pregnancy 
and baby. “Women are never rushed 
through their visits, because taking the 
time to talk and answer questions is just as 
_ important as assessing physical chal- 
® lenges,” emphasizes Kahn. Women and 
their partners are also asked to write a 
birth plan which allows the couple to ex- 
plore their vision of the childbirth experi- 
ence they want, whether it is a planned 
birth center or hospital birth. 
; All prenatal care is given in the facility at 
(® Familyborn where you'll find a cozy home 
coupled with a friendly, caring staff. “Our cli- 
ents often tell us that while they are com- 
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Midwives, says Marcy Kahn of Familyborn, have led to a revolution in quality obstetrical care; 
Kitty Forward says that consignment is here to stay, especially with corporate working women. 


ing to us for their care, they think of 
Familyborn as their home away from 
home,” says Kahn. 

“It's not a coincidence that women are 
so satisfied with their care here and that 
our statistics and outcomes are so good. 
There are solid reasons we have been 
able to achieve these results year after 
year,” explains Kahn. “Part of the answer is 
in Our approach to prenatal care and the 
other piece to the puzzle is the way labor 
and birth is managed. From the moment a 
laboring woman is admitted, she receives 
one on one care by a birth specialist who 
has been highly trained in techniques 
which enhance the birth process rather 
than impede it. The result is far fewer inter- 
ventions and complications. 

The CNM'’s (Certified Nurse Midwives) 
at Familyborn work in association with ob- 
stetrician/gynecologists who are available 
at all times, for consultation or to take care 
of women in the hospital. 

As it is becoming evident in this country 
that birth centers and CNM’s represent an 
important element in improving maternal 
and child health, more and more women 
are choosing this route for prenatal care 
and birth. 

More than a birth center, Familyborn is a 
women’s health center which offers a vari- 
ety of services. The personal care and ex- 
pertise of the CNM’s is extended to ongo- 
ing gynecological care. Classes and sup- 
port services include free preconceptional 
health screenings, early pregnancy and 
childbirth preparation classes, sibling prep- 
aration programs, grandparent orienta- 
tions, newborn care seminars, breastfeed- 
ing consultations, new mother’s support 
groups, and more. 

Familyborn is aiso an authorized Medela 
breast pump rental and sales station. Elec- 
tric pumps can be rented on a short or long 
term basis. A free weekly Childbirth Semi- 
nar helps women and their partners find 


out what birth options are available, how to 
reduce their risk of a caesarean section, 
how to avoid an episiotomy, and how to 
plan ahead for a fulfilling childbirth experi- 
ence. 


Familyborn, 21 Wiggins Street, Prince- 
ton. 609-683-5100. Fax: 609-883-3197. 


Princeton Consignment 
Boutique 


ecause Kitty Forward had the vi- 

sion in 1990 to make a good busi- 

ness out of a bad economy, you 
can wear designer clothes at one-third of 
their original price. 

Even though the economy is improving, 
her business continues to thrive and grow. 
“| think consignment is here to stay,” says 
Forward, founder and now sole owner of 
the business, “because it’s become a way 
of shopping for a lot of people. They can 
get the better designer names at more af- 
fordable prices.” 

She started the shop with a partner in 
Kingston, and moved to Skillman last sum- 
mer. “The economy was an issue and we 
both decided that the time was right for 
good designer clothes to be affordable for 
everybody.” 

People bring in their designer clothes for 
sale, rather than donating them and receiv- 
ing a tax deduction, because, says For- 
ward, “they can get some of their money 
back.” On clothes left for consignment, the 
shop takes 50 percent of the sale. 

“We only take clothes bought in the last 
two years,” she says. “So everything has to 
be more or less in style.” The shop turns 
down 40 percent of the clothes brought in. 

Forward says that the biggest factor in 
her business “is that a lot of people want 
the style, but cannot afford the designers 
like the Valentino and Yves St. Laurent. A 
$1,000 Valentino suit or dress would sell 


here for $250.” Other designer labels the 
store might have are Calvin Klein, Giorgio 
Armani, Gucci, Louis Feraud. “Good de- 
signer dresses, like Ann Taylor or Calvin 
Klein, that would ordinarily sell in the store 
for $250, we sell for $45, $50.” Forward 
knows the original price because she 
shops the stores. 

Her major shoppers are corporate work- 
ing women. “We really don’t do too much 
with casual stuff,” she says. “We do much 
better with the type of clothes a woman 
wears to work. 

“We do very well at Christmas time with 
our evening clothes, too. Coach and Fendi 
handbags are big sellers. And the store 
can never get enough maternity clothes for 
working women.” 

Prices run from a $7 blouse to furs, 
which are big sellers now: one just sold for 
$1700. The shop caters to all ages and 
styles and has a full range of sizes, from 0 
to 26, including petites and talls. Spring 
consignment items go on sale in March. 
Now through February the shop will be run- 
ning sales, but without huge mark-downs. 
“Since the prices are already so affordable, 
we take off 15, 20 percent,” says Forward. 

But the shop doesn’t clear out season- 
ally like other consignment stores. Going 
on vacation? “You can come in here any 
time and buy whatever type of clothing you 
want,” she says. 

One thing the shop is not: “We are not to 
be confused with a thrift shop,” says For- 
ward. “Consignment appeals to a new kind 
of shopper, a smart shopper who has 
money. People who come in here all know 
quality. In the Princeton area, mine is the 
only upscale consignment shop.” 


Princeton Consignment Boutique, 
1378 Village Shopper, Route 206. 609-924- 
2288. 
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. 8:00 Registration and coffee 
8:30 Welcome: Donald K. Conover, AT&T ‘ 
Vice President for Corporate Education, 
Princeton, NJ, retired, and Newgrange Trustee 
8:45 Learning Disabilities and the ADA - A 


NEWGRANGE 


Program — 8:00 a.m. to 12:30 p.m. 


Statement: John Thurman, Esq., Mason, Griffin 
& Pierson, Counselors at Law, Princeton, NJ 


Maximizing Success for Employees with 
Learning Disabilities: Michael McCue, Ph.D., 


Institute, Palo Alto, CA 
Break 


Executive Director, Center for Applied 
Neuropsychology, Pittsburgh, PA 


New Technologies for Dyslexic Employees: 
Jerome Elkind, Ph.D., Director, The Lexia 


Breakout Sessions for Discussion 


Wrap-up Session and Closing: Lois D. Young, 
Executive Director, Newgrange 


The Newgrange Community Outreach Center 


Business Seminar: 


Assessment of Learning Disabilities in the Workplace 


Friday, February 11, 1994 8:00 a.m. - 12:30 p.m. 
at the David Sarnoff Research Center 
201 Washington Road, Princeton 


Who should attend? 


e Human Resource professionals 
e Employee Assistance Program counselors 

¢ Managers concerned with workplace productivity 
e Adults interested in LD issues 
e Employers concerned with ADA compliance 
Transition counselors 
¢ Outplacement counselors in schools and colleges 


$25 for Newgrange Corporate Partnership Members 
$40 for non-members 


For more information, call 609-924-6204 
or fax 609-924-5942 
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March Of Dimes 


nd now our honored guest, 
Mr.—." The honoree is al- 
ways a man? At the annual 


Virginia Apgar dinner, held by the 
March of Dimes, long focused on birth de- 
fects, the honoree is always a woman. 

In past years the decade-old fundraising 
dinner, held in October, has honored the 
state's extraordinary achieving women: 
Christine Todd Whitman, now New Jersey’s 
governor; Anne C. Martindell, former am- 
bassador to New Zealand; Barbara Boggs 
Sigmund, late mayor of Princeton Borough; 
Hazel Gluck, former New Jersey Commis- 
sioner of Transportation, among others 

Melinda Raso Kirstein, a vice president 
and securities analyst at Merrill Lynch, who 
has had a strong commitment to the Vir- 
ginia Apgar dinner for several years, has 
herself worked on the committee for two 
years and will be its chair this year. Others 
at Merrill Lynch have also served on the 
committee. “Merrill Lynch has a policy of re- 
sponsible citizenship, with a high priority on 
volunteer work,” says Raso. 

The dinner, in Princeton, is a major 
fundraiser that has brought in many thou- 
sands of dollars annually. “Expenses have 
been kept low,” says Raso. Last year’s 
sponsors included Merrill Lynch Asset Man- 
agement; Brown & Wood; Fox, Rothschild, 
O’Brien & Frankel; David Sarnoff Research 
Center; Coopers & Lybrand; Stark & Stark; 
Johnson & Johnson Personal Products; In- 
finiti cars; Jersey Shore Medical Center; 
and the law firm of Drinker, Biddle & Reath. 

And dinner profits aren’t eaten up: some 
70 percent goes to the March of Dimes, 
with most of the money staying in Mercer 
County. Of the $350,000 in grants and pro- 
grams awarded in Mercer County during 
1992-1993, $267,000 went to Princeton 
University alone. 

But the key figure is, of course, Virginia 
Apgar. The dinner was named for this out- 
standing woman. She came up with the 
specific criteria to measure the health of a 
baby immediately after birth. All new par- 
ents know their child’s “Apgar score,” a 1 to 


Mary Ann Lost’s 


The march of Dimes notes that 70 percent of working women are of childbearing age; 
. and everything nice offers soups and cheese and ‘Bistro Beans.’ 


at home. 

“People often 
read about interest- 
ing new items in 
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10 rating scale to determine a justborn’s 
health and possible need for special care. 

Dr. Apgar was from Central New Jersey 
and was born in 1909 in Westfield. She got 
her MD from Columbia's College of Physi- 
cians and Surgeons in 1933, “unbelievable 
for a woman at that time,” noted Raso. She 
got a Master’s degree from Johns Hopkins 
in 1959, and later became an executive 
with the March of Dimes. She was a lec- 
turer and professor at Cornell from 1965 to 
1971 in the School of Pediatrics through 
the medical college. She died in 1974. 

What advice does the organization have 
to pass on to women? In this time when 
nearly half the workforce is female, 70 per- 
cent of working women are of childbearing 
age, and nearly half of new mothers work. 
“Women are better educated than they’ve 
ever been,” says Raso. “They use that well- 
studied approach to do everything, even 
being mothers. | think the March of Dimes, 
through sponsored research, provides 
them with information to produce the health- 
iest babies they can.” 

The message for working women is: get 
good prenatal care, and be vigilant. In preg- 
nancy, many problems can be prevented or 
minimized. “The March of Dimes can offer 
you information on research and prenatal 
care, so you'll be able to come back to 
work with more peace of. mind,” says Raso. 

Plus your corporation will be able to re- 
duce its cost of a sick baby. The title of the 
new March of Dimes book is telling: 
“Healthy Babies, Healthy Business.” 
Healthy birth outcomes and the bottom line 
are connected, employers have found. Ina 
one year study (1990-1991) of a maternal 


and infant health program for 20,000 hourly 


workers at Levi Strauss & Company, new- 
born costs went down $446,000. So it’s 
good for America that Merrill Lynch is bull- 
ish on healthy babies. 

The mission of the March of Dimes is to 


improve the health of babies by preventing 
birth defects and infant mortality. The 
March of Dimes carries out its mission 
through the Campaign for Healthier Ba- 
bies, which funds programs and research, 
community services, education, and advo- 
cacy. 

March of Dimes and the Virginia 
Apgar Dinner. For information on the din- 
ner, contact Melinda Raso Kirstein, Chair- 
person, 609-282-2103. For dinner or other 
information contact Kristine Hall at the 
March of Dimes Office, 1010 EastPark Bou- 
levard, Cranbury. 609-655-7400. 


and everything nice 


erendipity and a little good advice 

can often launch a new and valu- 

able venture. One day when May 
Ann Losi was being visited by a sales rep 
in her Trenton Farmer’s market stall, just 
such a moment occurred. 

“| was selling soup beans in bulk, and in- 
cluding a little folder with recipes,” says 
Losi. “That was very simple and my 
customers appreciated it. When the rep 
saw what | was doing, she commented that 
with the right packaging, | could have a 
great distribution concept.” Thus was born 
Bistro Bean, through which she markets 
bags of mixed beans with everything you 
need to make dynamite. soups. 

With names like Barlez-vous?, Cow 
Poke Stew (a veggie chili), Crazy Quilt 
(with 15 beans and 3 grains), Ring Around 
the Rosy (chickpeas and rosemary), and 


Black Magic (black beans and corn), she 


has won note in publications such as Gour- 
met news, which named her line as one of 


_ the Top 10 products of 1992. 


In her shop at Food for Thought in Kings- 
ton, you'll find a full selection of the soups 
nestled along with a delightful collection of 
gourmet treats for take-out or to cook with 


the food maga- 
zines, and we like 


to give them the op- 


portunity to try them out for themselves.” 

She stocks more than 100 imported and 
domestic cheeses, Olive oils from Italy, 
Spain, France, Greece, Portugal, and the 
U.S., and all kinds of breads, cookies, 
biscotti, brownies, cake, etc. 

Her coffees are well known by 
customers who comment on their full flavor 
and consistency. “Many of them are used 
to traveling to New York for their goodies, 
and now they can save the wear and tear 
of such a trip by shopping right here,” she 
says. 

Through January, she’s running specials 
that include all full caffeine coffees at just 
$5 per pound. Danish havartis and fontinas 
are just $2.99 per pound. 

It’s worth the trip, especially on a chilly 
day with an empty belly. She does a swift 
lunch trade in the store. Popular sand- 
wiches offer savory samplings with her spe- 
cial touch. There’s a vegetable sandwich 
with roasted peppers, feta cheese, olive 
oil, and herb de Provence (a flavoring with 
lavender, thyme, and chervil). “It smells 
heavenly.” The grilled vegetable sandwich 
is filled with eggplant, zucchini, carrots, pro- 
volone, and fresh basil. 

She and her expert staff cater on site at 
numerous companies in the area. “And we 
offer special goodies for high tea, and of 
course we have some great ideas for spe- 
cial events like Super Bowl parties and holi- 
day meals.” 


..and everything nice. Food for 
Thought, Kingston. 609-921-1112. 


Goldstein & Eland PC 


t’s not often that you find an adversary 

whose approach you admire so much 

you consider joining forces with them. 
And when you do meet someone like that 
it’s rare for such a partnership to actually 
happen. Yet, last fall just such a moment 
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came together. 

Attorney Nancy F. Goldstein was 
practicing real estate law at Jamie- 
son Moore Peskin & Spicer. Richard 
L. Eland was frequently sitting 


Nancy Goldstein & Richard Eland believe in a cooperative stance in real estate ; 
Marlene Molloy is creating opportunities for former Soviet scientists; 
fast-growing Century 21 is looking for new agents, says Christine Kuhlman. 


the right match when introducing our 
consortium to American companies,” 
she says. “Former Soviet chemists 

are sometimes looking for resources 


across the table from her at clos- 
ings, as a lawyer at Smith, Stratton, 
Wise, Heher & Brennan. 

“| liked the way he tenaciously protected 
his clients, but did it in a way that furthered 
the process toward completing the transac- 
tion,” says Goldstein. “He showed respect 
for his client and for everyone around the 
table. 

“In real estate transactions, especially 
today, there are often issues that make a 
sale more complex. Perhaps ownership 
isn’t quite clear, or the seller’s bank is 
owed past mortgage payments,” she says. 
“That can muddy the process. Taking a co- 
operative stance can make such a process 
much more humane, and less problematic 
for everyone. And cooperation saves time, 
thus lawyer's fees.” 

After random meetings at such dealings 
over the years, Goldstein and Eland 
started to discuss striking out on their own. 
They saw a unique opportunity to set up a 
professional partnership that would help 
each of them create a good environment 
for working and for enjoying their own indi- 
vidual families. (Both are married with 
young children) 

Now the firm represents condo associa- 
tions, plus corporate and individual clients. 


They handle commercial and residential 


real estate transactions, commercial leas- 
ing, representation before municipal zoning 
and planning boards, workouts, foreclo- 
sures, and general estate planning. 
Goldstein’s J.D. degree is from Rutgers, 


wills to adoptions. We fit the mold of the 
old fashioned counselor at law, offering a 
kind of ongoing relationship which, unfortu- 
nately, is becoming more unusual in 
today’s marketplace. 

“We always try to be accessible. We an- 
Swer our own Calls, and are happy to sit 
and discuss every element of a transaction 
with our client.” 


Goldstein & Eland PC, 601 Ewing 
Street, B9. 609-921-9400. Fax: 609-921 - 
8998. 


Molloy Associates Inc. 


arlene Molloy may have had lit- 
tle to do with the breakup of the 
Soviet Union, but she is having 


a major effect on the helping its scientists 
survive in our dynamic era. 

A consultant and chemist who started 
her own firm in 1983, she specializes in 
mergers, acquisitions and divestitures in 
the health care field. She concentrates on 
Clinical diagnostics and analytical instru- 
mentation. 

Molloy met Dr. Victor G. Kartsev, an in- 
ternationally known researcher from the 
Russian Academy of Science, at an interna- 
tional conference in ’91. Together, they 
started scheming to create market opportu- 
nities for the work of Soviet scientists, who 
were essentially left high and dry without 
state funding. Syntest Princeton Ltd. is 


move into animal testing or clinical trials, 
they license the right for further study from 
us. 

Dr. Kartsev and Molloy have found cli- 
ents to be amazed at the range of new bio- 
logically active compounds available. Synt- 
est chemists have contributed more than 
40,000 compounds to form unique librar- 
ies. Because Syntest is connected to the 
scientists who created these compounds, 
they can refer back to them any requests 
for different versions, or analogues. 

“Because of the unique plant and animal 
resources of the vast region we represent, 
our chemists can synthesize biologically 
active compounds that haven’t been seen 
here yet,” she says. “And they can have 
ramifications for applications as diverse as 
cancer fighting drugs and pesticides. Natu- 
ral Compounds coming from plants in Cen- 
tral Asia, the northern forests of Siberia, 
and marine organisms at the Vladivostok 
coast, form one type of library. Other librar- 
ies are geared to special pharmaceutical, 
agricultural or biotechnological needs. 

The relationship between Syntest’s sci- 
entists and American companies is fruitful 
for all because of the economics of today’s 
marketplace. While American robotic facili- 
ties can perform thousands of tests in short 
order on a new compound, source scien- 
tists in the Soviet Union earn the equiva- 
lent of about $50 per month. 

“It's working for everybody,” says Molloy. 


that we take for granted, like sub- 
scriptions to scientific journals, re- 
agents, fine chemicals, even used 
lab equipment and computers. 

“And they stand to do much better in the 
future. Their rights to these discoveries are 
protected as intellectual property, so that if 
a compound does make it to market, they 
will enjoy substantial compensation.” 


Molloy Associates, 35 Sayre Drive. 
609-452-7676. Fax: 609-452-0727. 


Century 21 Carnegie 


ince forming their partnership three 

years ago, Rosalee Alexander and 

Christine Kuhlman have created a 
large network of almost 100 successful 
real estate agents who are having a major 
impact on the local market. 

“It's a great partnership,” says Kuhlman, 
who runs the Hamilton office. “Rosalee and 
| have been lucky to draw together terrific 
producers, people who may be new to the 
field, but who bring to it their vast world ex- 
perience and hard work.” 

One star, who works from the Route 1 lo- 
cation run by Ms. Alexander, is Rich 
Abrams. “He’s a Century 21 Centurian 
agent, which is the highest level of achieve- 
ment for Century 21. And there are five 
who have received the Century 21 Gold 
Medallion award, as well as ten Million Dol- 
lar producers, recognized by the state for 
the gross value of the houses they’ve soid. 

“We’re very proud of the work in land 
sales and development that’s coming 


* and she has a B.A. in Criminology from the now the exclusive agent for Syntest Ltd., a “While that is a very low salary for a scien- mostly from our Hamilton office,” says Kuhl- 
acer HakaNORsaUD! oe oma. tist, itis enough to keep the work flowing. —_—_man. “Gail Dellaira has put together the 
from New York Law School and 2 B.A. in We geen oi ges recat 4 pepInD Synt- And the American company typically in- Capitol Hill project in Hamilton, a group of 
Hist 4 Biacsnore Gcin Wie Uninet est Russia and its 13 consortia, working vests at least $200 million in initial testing. 19 lots in Yardville, and she’s working on a 

_ seine ilosophy from the University with 6,000 chemists, who are from 300 in- You can see how this relationship, and es- 12-Site development in East Windsor” 
: Bes he slecdoes hig veoseinn? “1's stitutes in 15 former republics,” says pecially the factor that former Soviet scien- While most of the brokerage’s business 
Oe nla, Wa both Molloy. “Through meetings with the major tists are experts in synthetic chemistry and _ jg in residential sales, several agents han- 
a 90ing! Rests pharmaceutical companies here, we cre- have access to a natural world that’s so dif- 


believe in assisting the client in all matters 
of life. Our clients have followed us, and 
we have helped them with everything from 
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ated relationships in which the American 
company receives the exclusive right to 
screen new compounds. If they choose to 


ferent from ours, is a win-win situation. 
“The key is drawing on my professional 
contacts and technical background make 


What is Holding You Back? 


Low Self-Esteem? 
Anxiety? Relationship Problems? 


Identify your needs 


Corporate Stress? 


dle commercial sales and leasing. 
Kuhlman notes that the market has re- 
mained steady over the past few years. 


“Even though interest rates have 
been low,” she says, “that hasn’t 
resulted in a glut of homes on the 
market.” 

And she acknowledges the im- 
portance of the Century 21 net- 
work of 6,000 brokerages world- 
wide. “The organization has a 
wonderful reputation, and our 
technology allows for extensive 


with a FREE 10-15 minute telephone referrals between offices. We 


work closely with other Century 
21 brokers in this area and else- 
where. We can help a family relo- 
cate from here to anywhere, or 
anywhere to here.” 

Over the past year, business 
has grown 25 percent in the Ham- 
ilton office, and 50 percent in the 
larger Princeton location. 

“We are constantly on the look- 
out for new agents,” she says. 
“It’s a time of golden opportunity 
in an environment where layoffs 
and rightsizing are everyday vo- 
cabulary words. We especially 
like working with professional peo- 
ple who bring their own intelli- 
gence and knowledge to their 
work for home sellers and buyers. 
Right now we're working with new 
agents who used to be teachers 
and professionals, including a for- 
met banker, administrative assis- 
tant, and an accountant. A hard 
worker can begin producing in as 
little as three months. 

“We're proud of our image in 
this marketplace,” says Kuhiman. 
“Because of our fine agents, 
we've created a powerful network 
of producers who are in control of 
their own achievement and who 
represent their clients with terrific 
energy.” 
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tial protegees,”’ says Slattery. “Last 
year there were 12 mentors, and I 
have five new applications.” 

Mentor volunteers include 
Carol Dworkin of Valley Office 
Supplies in Hackettstown, Diane 
Hartshorn of the Hartshorn Group 
in Parsippany, and Freddi Silver- 
man of B.N. Group Inc., a public 
relations firm, in Succasunna. 

The Women’s Network for En- 
trepreneurial Training (WNET) 
program lists these mentor qualifi- 
cations: “a woman owner must 
have founded her company and 
been its CEO for at least five years; 
must have a successful business, 
demonstrated by steady growth; 
must be willing to devote an aver- 
age of four hours per month to her 
protegee for at least a year; and be 
willing, on a one-to-one basis with 
her protegee, to discuss or provide 
information about business in 
order to enhance the development 
of a mentor/student relationship.” 

“The SBA hopes that this type 
of relationship will help the newer 
women-owned companies to grow 
and attain the level of success they 
are capable of achieving,” says 
Slattery, a graduate of Arizona 
Western who has been with the 
SBA since 1980. “The SBA is 
committed to making this program 
work throughout New Jersey.” 

And why does a successful 
woman add yet one more thing to 
her busy schedule? Says Slattery: 
“A lot of them had difficult times 
when they were starting out, and 
many of them say, ‘I wish I had had 
someone there for me.’” 

Meetings between mentors and 
protegees are scheduled for Satur- 
day, February 15, or Sunday, Feb- 
ruary 23. To volunteer, contact 
Slattery at 201-645-3683 or Pea- 
cock at 609-225-6221. 


YWCA Conference: 
New Ground 


sabe will be everything at the 
YWCA’s third annual Women’s 
Conference, Saturday, January 22, 
at Princeton University’s Wood- 
row Wilson School. Far from being 
a shallow exercise in narcissism, 
however, the conference will allow 
women an opportunity to debate 
the current public image of Amer- 
ican women, how it has changed, 
and where it might be going 

Conference co-chair Katherine 
Watts, who runs her own market- 
ing communications practice at 12 
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Vandeventer Avenue, says the 
theme is not too surprising. “I think 
a lot of women feel they are mak- 
ing successful contributions at 
home and in the business world,” 
she said. “What they find disturb- 
ing are the broader images of 
women in American society which 
don’t correspond to their own 
achievements.” 

This theme will repeated by the 
three conference speakers and dur- 
ing the workshops, albeit on differ- 
ent individual issues and from a 
variety of viewpoints. The keynote 
address is being given by 
Princeton University professor 
Carol Cook, who teaches English 
and Women’s Studies and will ex- 
amine the impact of advertising on 
the public and self-images of 
women. 

Journalist Melinda Marshall 
will speak during the lunch period 
on the changing image of working 
mothers in the last few decades. 
Marshall, a former writer with 
Cosmopolitan, Red Book and Par- 
enting and a mother of two, is also 
the author of “Good Enough Moth- 
ers.” She will sign copies of the 
book after the speech. Heddye 
Ducree, director of the Commu- 
nity House, will make the closing 
remarks in a speech entitled, “It’s 
About Time.” 

The individual conference pan- 
els also offer a striking range of 
issues on the topic of image. Watts 
says she expects sessions on dual 
careers and women at home to be 
popular with attendees. She also 
said there has been a lot of enthu- 
siasm for “Breaking New 
Ground,” a seminar on women 
making paths in traditionally male- 
dominated businesses. Panel 
members include Mary Lee Fitz- 
gerald, the commissioner of the 
New Jersey Department of Educa- 
tion, Gillian Knapp, professor of 
astrophysics at Princeton, architect 
Cody Eckert, and Vicki Que of Na- 
tional Public Radio. Laura Redd- 
ing of Redding Plumbing and Ber- 
nice Venable, superintendent of 
schools in Trenton, will also be 
attending as panelists. 

Two new topic areas for the con- 
ference also are expected to spark 
interest. “Different Ages, Different 
Images,” will offer a panel of 
women ranging in age from 18 to 
92. “It is a bit of a wild card,” says 
Watts. “We’ve discussed genera- 
tional differences before, but never 
with such a diverse range of peo- 
ple.” 1994 also marks the introduc- 
tion of sexual diversity to the 
YWCA conference with a work- 
shop on the image of women in the 
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gay and lesbian communities. 
Other panels will examine women 
in the arts, large organizations, and 
small businesses. 

Watts stressed that the confer- 
ence is not intended to be a clubby 
“gripe session” but an opportunity 
for local women — and men — to 
share their thoughts on gender is- 
sues. “It is going to be an open, 
investigative experience,” she 
says. “The more different kinds of 
people we can bring in, the better. 

Women’s Conference, Prince- 
ton YWCA, Woodrow Wilson 
School, Princeton University, 609- 
924-6556. $35 for registration. 
Participants see all three speeches 
and attend one morning and one 
afternoon panel. Organizers will 
attempt to match participants to a 
first or second choice seminar. Sat- 
urday, January 22, 1994, 8:30. 


Tributes to Women 


a i Girl Scouts and the Tren- 
ton YWCA have just announced 
their award winning women for 
1993, while the Princeton YWCA 
will marshal the efforts of past and 
present award-winners to stage a 
useful community event. Mean- 
while that last bastion of male iso- 
lation, the Friendly Sons of St. Pat- 
rick, has broken with tradition to 
include women at its annual din- 
ner. 

Delaware Raritan Girl Scouts 
are honoring five women and a 
corporation, Johnson & Johnson, 
on Thursday, March 10, at 
Scanticon. The Trenton YWCA 
will fete four women and CoreS- 
tates New Jersey National Bank on 
Wednesday, April 20, at the Ma- 
sonic Temple. 

Princeton’s past and present 
Tribute to Women and Industry 
winners have planned a seminar at 
Bramwell House on Thursday, 
January 27. “Working Families 
and Issues That Concern Them,” is 


for parents and children of the Y’s 
after school program. 


This pilot program consists of 


supper for parents, children, and 
their siblings, plus seminars for 
parents and activities for the chil- 
dren. Anne Holmes, 1993 TWIN 
honoree and vice president/direc- 
tor of outreach for the Eden Insti- 
tute, will host a workshop on 
“Managing Home and Work.” PJ. 
Dempsey, a 1992 honoree and 
founder of Morgan Mercedes 
Human Resources Group, will dis- 
cuss “Careers with Flexible Work 
Schedules.” Betty Kohler, of the 
Mercer Council on Alcoholism 
and Drug Addiction," will speak 
on “Talking with Your Children 
about Drugs and Alcohol. Kenneth 
S. Gould, pediatrician and profes- 
sor of psychiatry at Robert Wood 
Johnson Medical School, will host 
children’s activities and answer 
their questions. 

The task force included Robin 
L. Murray of Garrison Architects, 
Barbara Vanderkolk, vice presi- 
dent of government and public af- 
fairs at the University of Medicine 
and Dentistry of New Jersey; Au- 
drey S. Gould of Merrill Lynch 
Private Client Group (who spon- 
sored the evening); Rose Nevruz, 
director of the after school pro- 
gram; and Judy Bennett. Also the 
cochairs of the Princeton YWCA 
TWIN committee, Joyce Kalstein 
of Rosenberg Druker, and Gerri 
Moon of the New Jersey Hospital 
Association. 

Additional 1993 TWIN 
honorees are Collen A. Flanagan, 
associate vice president of Com- 
modities Corporation; Rita A. 
Lind, vice president of corporate 
claims of Continental Insurance; 
Barbara F. Moore, senior litigation 
counsel of Rhone-Poulenc; Ruth J. 
Simmons, vice provost of 
Princeton University; Mildred B. 
Stephens, executive director of fi- 
nance of Educational Testing Ser- 
vice; and Suzanne Svizeny, senior 
vice president of CoreStates New 
Jersey National Bank. 

At the Women of Distinction 
dinner at Scanticon, the Delaware 
Raritan Girl Scout Council will 
honor Janet L. Bowker, vice presi- 
dent for information systems and 
technology planning at ETS; 
Jeanne M. Fox, commissioner of 
the New Jersey Department of En- 
vironmental Protection; Geraldine 
Moon, vice president of hospital 
operations at the New Jersey Hos- 
pital Association; Diane H. Barb- 
our, a member of the Science and 
Technology Task Force at the 
David Sarnoff Research Center 


WOMEN IN 


BUSINESS 


DID YOU KNOW... 


93% of the American 
work force are women, 
and most of them 
retain two jobs. 


THE GABRIELSEN 


GROUP 


A counseling approach 


that helps the entire family. 


609-737-8070 
Main 


Penninetor 


and a regional recipient of the Big 
Sister of the Year award; and Mar- 
ilyn Aguirre-Molina M.D., direc- 
tor of the Robert Wood Johnson 
Medical School Perth Amboy 
Community Partnership for Youth. 

The YWCA of Trenton has 
named for its “In Celebration of 
Women” awards luncheon these 
individuals: Jerri Lynn Morrison, 
founder and executive director of 
Young Scholars Institute; Mary M. 
Inzana, who established several 
nonprofit homes for children and 
adolescents; Marlene Lao Collins, 
president of the Trenton School 
Board; and Evelyn Mason, an af- 
firmative action officer for Mercer 
County and a member of the Y’s 
board. 

“It has become increasingly ap- 
parent,” says John J. O’Gorman, 
general chairman of the Friendly 
Sons dinner, “within the age of 
Mary Robinson, the President of 
Ireland, and Governor Christine 
Whitman of New Jersey, that we 
should break the tradition.” This 
year’s dinner is entitled the 
Friendly Sons and Daughters of 
St. Patrick of Mercer County and 
is going to be held on Tuesday, 
March 15. It honors attorney 
Thomas C. Jamieson Jr. of Jamie- 
son, Moore, Peskin & Spicer at 
Alexander Park. 

Sure to attend will be a particu- 
lar woman, the grand marshal of 
the Trenton St. Patrick’s Day Pa- 
rade, scheduled for Saturday, 
March 12. Geraldine Stottiswood- 
Nabinger, a noted Celli dancer and 
supporter of Irish arts, is the mar- 


~ shal. 


Princeton YWCA Tribute to 
Women and Industry, Bramwell 
House, 609-497-2123. “Working 
Families and Issues That Concern 
Them,” a seminar planned by the 
YWCA TWIN task force, will be 
held Thursday, January 27, for par- 
ents and children of the Y’s after 
school program. The TWIN dinner 
for this year is Thursday, May 19, 
a tthe Hyatt. 


Women of Distinction, Dela- 
ware Raritan Girl Scout Coun- 
cil, Scanticon, 908-821-9090. Five 
women and one corporation — 
Johnson & Johnson — will be hon- 
ored on Thursday, March 10, with 
an engraved crystal Tiffany paper 
weight. The evening will include 
cocktails, dinner, a video presenta- 


tion, and an award ceremony. For _ 


information on reservations call 
Nancy Ostin. 


Awards for Women, YWCA of 
Trenton, Masonic Temple, 609- 
396-8291. “In Celebration of 
Women” awards luncheon 
Wednesday, April 20. 


Friendly Sons and Daughters 
of St. Patrick of Mercer County, 
Hyatt, 609-243-4041. Tuesday, 
March 15. 


More for Women 


Women’s Books for the ’90s, 
Princeton YWCA, Bramwell 
House, 609-497-2103. Judy 


Prichason of the Gabrielsen Group 
begins a six-session book discus- 
sion group “Making the Political 
Personal” on $39. Friday, Janu- 


ary 21, 9:30 a.m. 


Focus on Women, Princeton 
YWCA Women’s Forum, , 609- 
497-2103. “Women and a Harsh 
Workplace,” Reverend Jean 
Smith, director of Seafarers Ser- 
vices, Seaman's Church Institute, 
$15. Smith ministers to seafarers 
and workers at the Port of Newark. 


Monday, January 24, 7 p.m. 


In Defense of Women, Holistic 
Health Association, Princeton 
YWCA, 609-497-2103. A four- 
week course in self defense is 
taught by Linda RAmzy Ranson, a 
certified black belt in Funi Ryu 
jujitsu and consultant for self-de- 
fense at Princeton University. 


$130. Sunday, February 6,2 p.m. _ 
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